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A Victory and 


HEN the grand old war horse of many tariffs 
accepts a duty on hides, then indeed we can all 
rest assured that to get the benefit of a much 
tariff on leather and a satisfactory protection on 
shoes industry up its fight for 
traditional free hides. 

Therefore, the statement of Charles H. Jones, chair- 
man oi the Tariff Committee of the New England Shoe 
and J.cather Association, is most significant. 

“Th 


needed 


the had to give its 


Here it is: 
ig by the conference of the schedule cover- 
ing | , leather and shoes as prepared by the Ways 
and Means Committee of the House, is generally satis- 
factory to both the shoe and leather manufacturers. 
“Tt is not a complete victory, but represents the 
favorable compromise it was possible to obtain. 
“As is well known, the prime purpose of this revision 
help the farmers by means of higher tariff rates 
representatives fully appreciated the opportunity 
as afforded them and demanded high protective 
on every commodity in which they had even a 
lary interest. 


most 


was | 
Thew 
that < 
dutic 
Seco] 
“Although hides have been free since 1909, Mr. 
speaking for the Federated Farm Bureau, asked of Con- 
Backed, as 


sentiment 


Gray, 


cress protection of 45 per cent ad valorem. 
their demands were, by an overwhelming in 
hoth 
most forceful presentation of our case that the rates 
hides and skins were reduced to 10 per cent, and ade- 


quat. at the 


ranches of Congress, it was only by the wisest and 


on 
protection on leather and shoes was, same 
time, secured. 
“Our industries, and the people of the whole country, 
be congratulated on the result. The prices of 
to the will not be affected materially, if 
The wholesale importation of cheap, foreign 
will undoubtedly be checked. This will tend 
toward better employment conditions in the various 
shoe centers, and will afford much needed relief in that 
direction.” 


are io 
shoes consumer 
at al 


shoes 


What a strange and unparalleled situation the shoe 
industry would have been in if it alone, of all industries 
in the United States, was placed on a free basis when 
high protective duties were operative universally in the 
major industries of the country. 


Responsibility 


Already 
leather 
centering 


we notice a new spirit within the shoe and 
The 


finished leather 


industries. fear of a concentrated invasion, 


itself on and finished shoes 
certainly oppressed and depressed the trade during the 
past year. lifted with the 


That shadow seems to have 


conference agreement. 
HE 
There is still an opportunity for any member of Con 
the floor 
reopen the fight. By schedules as now 
voted STAND. The still 
work to do, for it must consider the flexible tariff chap- 
ters of the bill and the 

After the 
must be passed by the 


tariff is not yet completely out of the woods. 
from the and to 
the 
Committee 


gress to challenge schedules 
and large, 
Conference has 
method of administration of its 


many items. conference, the completed bill, 


as a whole, Ilouse and Scnate 
The important thing to watch is the flexible tariff pro 
put 


duties 


vision which President Hoover has insisted must be 


into the bill to permit the raising or lowering of 


50 per cent. That is the important point, for otherwisc 
there is a possibility that the President will veto the bill 
“in toto.” 
the President by the middle o 
he 


signed, it 


As it now appears, the bill will be ready for 
f May. Tend 
the tarift 


automatically goes into effect at 


ivs following 
bill. When 


midnight of 


must either sign or reject 
the following day. 


the and the rumbling 
total exhaustion of evervbody 
The tariff bill 
all business 
The delay has been a 
The 
of 


The present temper of country 
of Congress indicates the 
on the prolonged discussion of the tariff. 


all 


effort is to spring back to normal. 


needs passage al once industry and 


handicap to the prosperity of the country. minute 
it is signed a great sigh of relief and a sense victory 
will come over our industries. 

Our industries have pledged themselves in their state 
ments made to Congress that the prices of shoes to the 
consumer will not be affected materially, if at all. That 


is an obligation worthy of general consideration. 


CHEZ) fle dover 


Editor 





STYLE CHARTING 


Women’s Preliminary Session— 
April 28, 1930 
College Room, Hotel Astor— 
10:30 A.M, 
N.S.R.A. Styles Committee— 
Chairman—E, C. Orr 


Women’s Shoes Complete—De- 
tailed and analyzed from Retail 
questionnaires. 
Geographical study made of 
possible retail demand in colors. 
patterns, lasts and types. 
Women in industry present 
color trend and new fashion 
themes. 
Preparation of preliminary 
style report, item for item. 

Acceptance of report. 


Men’s Preliminary Session — 
April 28, 1930 


Yacht Room, Hotel Astor — 
10:30 A.M. 


Men’s Shoes Complete — De- 
tailed and analyzed in Executive 
Committee’s session. 
What Men Will Wear in Fab- 
rics—Proportions in colors— 
presented by nationally known 
haberdashers and clothiers. 
Preparation of the Report — 
after study of retail question- 
naire. , 


Setting a Style Course 


HE industry finds itself on ‘uncharted seas of style ahead. 1 
the chart room to find from its present position the compass 
will lead to profit and prestige next fall and winter. 

From all parts of the country, men will gather together at the ] 
next week for the purpose of laying a course of style for an industr 
during the six months’ period ahead. 

This meeting will be the most significant of all style conferences 
draw up a chart so that the Ship of Industry may sail a*straight c 
service to the entire national family of shoe wearers, who will express 
when they enter the shoe stores next fall and winter. 

To draw up a chart under the new economic order of things mak 
bringing together the best minds of the trade to make a thorough s 
winds and whims of fashion. Therefore, in this issue, we make a pr¢ 
presentation of some of the factors that will lead up to the final dec 
inter-industrial national style board. 

No such orderly charting of style trends is made by any other ind 
in advance of the season. In fact, other industries have always lo 
shoe trade for their style schedules, and, internationally, the color r 
tions which are accepted for footwear are made for-people the world 4 


gathers in 
course that 


Hotel Astor 
'y to follow 


for it will 
burse in its 
their needs 


bs necessary 
body of the 
b-con ference 
ision of the 


listry so far 
bked to the 
bcommena- 
bver. Much 
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for All Industry to Follow 


more time and deliberation will be put into the development of this style chart 
than any previous committee recommendations. There is a necessity for this 
in view of the common need for a definite program and a definite direction of 
colors, leathers, patterns and lasts. 

Previous season’s reports could be built on general opinions and experiences 
of past selling effort, but the coming fall and winter’s report brings in new and 
untried conditions. There is every reason to expect a general conference report 
that will be all inclusive of the needs of every branch of the trade. 

Therefore the Styles Conference will become the best possible guide for not 
only shoes at retail but for the preparation of tannage and coloring of leather and 
the development of a service of supplies of all the ingredients that go into the 
diversified footwear of all customers. 

As an aid to a consideration of materials and colors, the tanning interests 
will hold a fall and winter opening for the presentation of new leathers and colors. 
The principal effort of the conference will be to so outline a plan for colors, 
patterns and lasts as to develop safety in anticipation of orders by every branch 
of the trade. When there is a national understanding of a trend of style, then 
there comes an early acceptance and ordering of footwear based on the well- 
prepared report of the various branches of the allied industry. 
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NATIONAL STYLES 
CONFERENCE 


April 29, 1930 — 10:30 A.M. 
Belvedere Room, Hotel Astor 


General Chairman— John C. 
McKeon 


Opening address Acting Chair- 
man Style Committee, N.S.R.A. 
Milton G. Harper. 
Explanation of programme, 
John C. McKeon, Chairman 
Style Conference, National 


Boot and Shoe Mfrs. Assoc. 
Fashion up-to-date, with living 
models—Miss Margaret Case of 

Vogue. 
Questions and open discussion. 


Human Color Card, stressing 
ensemble effects with living 
models, through the courtesy of 
Saks-Fifth Avenue, with ex- 
planation of colors and style 
remarks by Madame Hamil- 
ton Jeffries, Fashion Editor of 
Boot and Shoe Recorder. 
The “Commercial Value of 
Style”—Francis H. Sisson, Vice- 
President, Guaranty Trust Co. 
of New York City. 
Style and Color in Men’s Wear 


—Bertram Carter 


The Trend in Men’s Shoes— 
George Geuting and his colora- 
tura quartette — (Midnight 
Mose and his Musical Gang) 
Luncheon—Comments: Everit 
B. Terhune, President, Boot 
Shoe Recorder Publishing Co. 


Comments:—Jesse Adler. 


Official leather opening, in con- 
junction with the Joint Styles 
Conference by the Tanners 
Council of America, April 28th 
and 29th—grand ballroom Hotel 
Astor, New York City. 









Advance Styles Reflieci#P: 


ROFILES in footwear will be most |importan: t) 

fall. Novel throat and collar treatnjent will swip, 

the center vamp trim to the quarter line. 
Harmonizing underlays and strappinlgs from 

line with eyelet tie or buckles in simple design \ 

continue. 

The vogue of the longer stride for daytime as w 































evening made necessary for the swing df the skirt | 
the empire bodice, the peplum and dolman shoul 
line, will influence heel contours in evening as well 
walking footwear. 

Illustrated on these pages are a number of inter¢ 
patterns which foreshadow the fall trend in fashio 
feminine footwear. 

Oxfords and oxford lines are anticipated. A: 
ment of pump lines by use of smart close-ins is s¢ 


advanced footwear. 
(4) Hai 
md ai il 
compli: 
when ti 
f oth r if 
composit 
Be shows hh 
pattern 1 
ring ou 


(2) Snuffed pig skin and (3) Neat tailoring 
glacé calf, or suede and definite swing to 
calf, in a three eyclei of the applique is 
seamless light weight outstanding in sued: 
welt will make an ultra correctly propo 
smart shoe for the fall throat strap and 
season. Three different width can make « 
heights of heels are fea- a shoe of this cha 
turcd with this type of Patterns of this 
footwear should prove de 









hohular tar 






(19 Because of the new 
type of feminine street or 
town suit, the two and 
three eyelet oxford will 
be smart for the season 
to come. Kid and reptile 
or two finished combina- 
tions such as suede and 
calf will be important 






















Boor ANI 
combining 


BooT AND SHOE RECORDER 
36 combining THE SHOE RETAILER, April 26 





-Profile Theme 


(4) Harmonizing curves 
and angles are a difficult 
iccomplishment especially 
when trims and sax 
tooth edges are used for 
composition. This shoc 
shows how an intricate 
pattern may be used to 
bring out the race lines 


(5) This shoe again 
shows the new uses of 
curve and angle detail. 
The leathers and the fab- 
ric combination determine 
the uses of this new 
pump, which is suitable 
for either day or evening 
wear 


(6) Brown kid gored 
pump, with enough con- 
trol at the throat line to 
give the necessary support 
desired by the heavicr wo- 
man, It expresses com- 
fort, poise and trigness of 
pattern 


(7) Morocco with pin 
seal is gradually swinging 
into the high style field. 
Many of the trimmed and 
seamless two-eyelet ox- 
fords are using two 
leather combinations 
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Tailored Refinement New 





Pattern Keynote 




















OOKING forward into the fall season, one sees a con- 
tinuation of the present dress lines. In harmony 
with this trend the volume colors and leather finishes for 
autumn forecast a sane shoe program on refined and proved 
patterns. 
The seasonal difference no longer changes shoe heights, 
as shoes now follow the mood and need of the wearer. 
Lasts, heel heights and trims are the important fall 
details as all leathers will be in the fashion picture for 
fall footwear. 





(8) Boroso shark and kid 
combinations with lustre 
trims are smart after- 
noon shoes for the ultra 
woman. By the use of 
contrasting trims the 
beauty of the base leather 
finishes are high lighted 


(9) Fabrics to be dyed 
such as moire and satins 
are again showing in style 
footwear. Odd bandings 
in sharp contrasting col- 
ors increase the interest 
in evening footwear 





(10) Novel way of light- 
ening up a pump by using 
Prado brown kid for the 
base color with the 
lighter beige to contrast. 
Simple tailored lines are 
developed with the darker 
hase color 



















(14) Thi 
becoming 
importan 
welts. 
pattern g 
which n 
am acco 
rT 
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(11) Black kid, calf and ra 
patent, seem to have 
gripped the public and 
the acceptance of the 
black shoe will continue 
through fall. Black 
leathers and reptile com- 
binations in pump and 
gored stepins are much 
in vogue 


(12) The collared pump 
with tailored strap 1s 
smart for daytime or af- 
ternoon wear. The instep 
control for early fall ts 
again important. The 
illustration shows an ex- 
cellent pattern 


(13) Spectator types will 
continue throughout the 
fall and early winter. The 
uses of suede and kid or 
suede and calf in deeper 
tonings is the only change 
made in this splendid type 


(14) The moccasin toe is 
becoming more and more 
important in fashion 
welts. The high-side 
pattern gives a racy line 
which no other design 
cam accomplish in walk- 
ing types 
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FALL and WINTER} S! 


* 1G) 
th 
Textile 
ference 
Direct 
Thes 
the 19. 
official 
Americ 
ciation 


coope4r 


OFFICIAL SHOE COLORS 2 we 


for 
FALL AND WInTER, 1930-1931 


Men’s Colors Women’s Colors 
Luggage Brown Leafbrown ‘ Bec 


Saddle Brown Greenwood and P31 


Rusk Brown Winetone Red : & Lea’ 
sriar Brown Admiralty Blue 
Oxblood No. 2 (repeat) Salvador : be 


Brown 

Mooresque 2 textile 
Almora (repeat) Pe. been | 
Prado (repeat) color 
At : 
recent 
colot 
but tl 
Card 


“Cy 
to be 
shade: 


caran) 


AN INVITATION— abe 


“The Exhibiting Members of the Tanners’ Coun- “Ri 
cil Style Show extend a most cordial invitation to raisin 
all shoe manufacturers, retailers, jobbers, tanners. shoes 
and members of the allied trades to attend the “K 
Official Leather Opening at the Hotel Astor, New matcl 

“So great was the inter- York, April 28th and 29th. carac 
est in the display of modern 
American leathers that not “The welcome of the exhibiting tanners is bro«il 
only the Grand Ballroom and comprehensive; in that spirit, of course, tun- 
but the Laurel Room of the ners making competitive lines but not exhibiting 


Hotel Astor was needed to will avoid the use of the exhibition rooms as « 
make an adequate showing 


of the ow G2) and wheter headquarters or place to discuss business with their 
leathers.” Tanners commit- customers.” C, 
tee chairman, J. J. Lyons. m 


brow1 
cuffs. 

“C, 
new | 
brow 
black 
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i Showing of Leathers 


) IGHT colors for women’s shoes will be featured on 
the 1930 Fall Shoe & Leather Card issued by the 
Textile Color Card Association at the Joint Style Con- 
ference by Margaret Hayden Rorke, Managing 
Director. 

These colors, which are to be widely promoted for 
the 1930 fall and winter seasons, were selected by the 
official color committee of the Tanners’ Council of 
America, the National Boot & Shoe Manufacturers Asso- 
ciation and the National Shoe Retailers Association, in 
cooperation with the Textile Color Card Association. 

The new colors are: 

Leafbrown \n extremely smart medium brown in the 

castor range. 


Salvador Brown .A rich reddish brown of the mahogany type. 

Mooresque A true light brown, warm in tone. 

IVinetone Red ...A rich deep red in the wine family. 

Admiralty Blue ..A dark navy, animated in tone, but lacking 
the purplish note. 


Greenwood A deep new green, slightly bluish in cast. 


Because of their continued style significance, Almora 
and Prado Brown will be repeated on the fall 1930 Shoe 
& Leather Card. 


; 1X above shades have been carefully chosen in ac- 
cordance with the most fashionable color trends in 
textiles for the coming fall and winter seasons, and have 
been keyed for the ensemble for purposes of correct 
color coordination promotion. 

At a meeting of the glace calf group of tanners held 
recently a special list of calf leathers was prepared. These 
color names for fall 1930 are exclusive in glace calf 
hut they are faithful interpretations of Textile Color 
Card listings in the same trend. The announcement 
say S° 

“Caramel is the lightest color on the list, a mauve beige 
to be combined with reptiles or with one or two other 
shades in the mauve brown family—the color of French 
caramel, or burnt sugar. 

“Mocha parfait is related to almora, a cocoa color, 
also with the mauve undertone suggesting mocha icing 
mixed with cream. It is our interpretations of almora. 

“Raisin brown is the darkest shade found in Spanish 
raisins—the darkest color on the listing for all-over 
shoes or combination with mocha parfait or caramel. 

“\affa brown is an important color because it is 
matched to the new “kaffa brown” in Leipzig-dye 
caracul, is also related to nutria fur and other 
brown furs used for entire coats as well as collars and 
cuffs. Kaffa brown is our interpretation of leafbrown. 

“Cinnabar is a high fashion color related to Patou’s 
new shade love-mist, a curious “off shade” of red and 
brown with a plum tone. For shoes and bags to accent 
black or brown costumes, also to match woolens. 
second fashion color to be 


and 


“Sangeen is a con- 
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sidered as a dark accent to rust browns and other rust 
tones. It takes its name from the dark rusty tone of the 
red chalk, sanguine. It is our interpretation of salvador 
brown. 


[TURN TO PAGE 117, PLEASE] 





Fall Leather Displays, Grand Ball Room 


Booth No. 
Agoos Kid Company..... 14 
Allied Kid Co., Standard Division - 
Allied Kid Co., McNeely & Quaker Divs 
Amalgamated Leather Companies 

William Amer Company 

American Hide & Leather Co 

Armour Leather Company 

J. S. Barnet & Sons, Inc 

Barrett & Company 

Bayer Bros. Leather Co. 

Brandt Leather Co. 

C. D. Brown & Company 

Burk Brothers 

Castle Kid Company 

Corey Leather Company 

Creese & Cook Company 

Dimond Kid Company 

John R. Evans & Company 

Robert H. Foerderer, Inc. 

Geisman, Musliner & Brightman, Inc. 
Griess-Pfleger Tanning Co. 

L. H. Hamel Leather Co. 

E. Hubschman & Sons 

Hunt-Rankin Leather Co. 

C. D. Kepner Leather Co 

Keystone Leather Co. 


Name 


ao -_ vue © 


=—- NNN NH — NH 
N 


Se) 


+ 


Lilly Leather Company 

A. C. Lawrence Leather Co. 
G. Levor & Company, Inc. 
R. Neumann & Company 
Northwestern Leather Co. Trust 
New Castle Leather Co. 

The Ohio Leather Company 
Pfister & Vogel Leather Co. 
Robertson Leather Company 
Carl E. Schmidt & Co. 
Seton Leather Company 
Samuel Shapiro 

Surpass Leather Company 
Thayer-Foss Company 
Richard Young Company 
Albert Trostel & Sons Co. 


HOTEL ASTOR 
New York 

April 28-29 

10 a.m. to 10 p.m. 





Modes for Men in the 


Swagger models now in the making, which point 

the way for autumn footwear. The illustrations 

are current patterns which, with little if any 

variation, will run into the fall months as volume 

sellers. They are designed to harmonize admir- 

ably with fall styles in suits and accessories for 
the smartly dressed man. 


Left: Evening wear re- 
flects refinement of pat- 
tern. The swing of the 
last on the edge lines 
the superior fittings and 
stitching detail requires 
skilled, experienced shoe- 
making. 


Right: Formal daytime 

favors dull _ leathers 

There is a gradual de- 

mand for custom quarter 

line stitching in formal 
shoes. 


h 
Sébr reer’ 





Above: The corded cap 

on the fuller lasts and 

the throat stitched and 

punched is an accepted 

fashion of the younger 
man. 
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Newest Manner 


This business shoe styles 

a plain quarter with 

stitching and perforations 

of a quiet yet definite 

4 character. These perfor- 
ations, when punched on 

light backed calf, give a 

9 very desirable appear- 

ance. 


Right: The quality of 
this type shoe is ex- 
pressed by superior 
leather, distinctive per- 
forations and by the 
swing of the edge line, 
with custom fittings and 
superior bottoming. A 
shoe of this character 
must spare no detail con- 
sideration, as it is a most 
noticeable daytime shoe. 


Left: The narrower or 
modified toe is at the 
moment showing in cus- 
tom shoes. Popular 
grades still feature fuller 
lasts and a square toe. 
The saddle line of this 
detail is very flattering 
to the foot. 
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Sports rule the mode in the season of sunshine 
spring, summer and early fall. Here are the sty 
for the many who play and the multitudes wi 
merely look on. Outdoor America is the prc 
market and the volume opportunity for progress: 
merchants 


Left: Knicker shoes in 

deep brown calfskin for 

the younger men. This 

type in linen and leather 

is selected for southern 
wear. 





Right: Tennis shoe to be 
worn either for lounging 
or on the tennis courts. 
The rope bottom, im- 
pregnated with rubber, 
linings of self fabric. 





Above: For deck wear, 
this seamless buck ox- 
ford is the choice of the 
ultra. Soft elk calf and 
nubuck are also used in 
this capless pattern. 
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Right: The increasing de- 
mand for the _ braided 
leather vamp is the sur- 
prise of the men’s style 
game. Conservative buy- Below: Golf shoes with 
ers find that the softness removable plugs which 
and give of the lattice | ) may be changed to rub- 
vamp makes it an ideal y ber for club wear will be 
leisure shoe. ff ji worn by many of the 
champions of the eame. 


Below: The _ walking 
types are being featured 
with moccasin vamps. 
Russia and smooth leath- 
ers are employed. 
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Replenish—by In-Stock 


AY is the strong month for in-stock buying. 

In-stock departments are fast becoming a 
recognized and permanent feature of the up-to-date 
shoe factory, by reason of the many opportunities and 
advantages offered both retailer and manufacturer. 
The former, even if he be the keenest buyer in the 
market, finds it absolutely impossible to accurately 
anticipate his entire wants six months or more ahead 
of the season, and he is ever ready to take advantage 
of a good in-stock department, one that can supply 
his wants at a few hours’ notice. 

The business of retailing shoes today is one which 
depends largely ‘upon quick action. Twenty years ago, 
a merchant could with reasonable safety, send in per- 
haps as high as 98 per cent of his total orders six 
months ahead of the date when he wanted the goods on 
his shelves. No dealer can do that today. The style 
changes too swiftly and public demands shift about too 
suddenly. 

The “present” is nearer than “the future” in all in- 
dustrial work. This movement is one of the sort which 
has seemed an inevitable thing. It is something to 
which all branches of the trade have been compelled 
to adjust themselves. The in-stock departments have 
increased their lines to meet the new conditions, but 
have made one fundamental requirement of paramount 
issue, that the style be a seller and correct in every 
requirement as to fit, price and quality. 

In-stock makes the two elements of supply and de- 
mand perfect in their proportions, for the buyer of 





the shoe store knows that he can sell the shoes provid 
ing the manufacturer can deliver. It can therefore he 
seen that in-stock means emergency selling, and that 
all points in the system must be perfect toward mak- 
ing the factory as well as the store of immediate 
in-stock service. 


a he ty 


Shoes—the Great Necessity 


IVEN the right sort of weather, shoe stores gen- 

erally and nationally have no complaint to make 
of April’s total business. The shoppers have come out 
of their solitudes. Business has been brisk. 

The public has money for shoes. There is every in- 
dication that shoe stores in this country will have sold 
in April a volume of shoes greater than the totals of 
last year. This statement neegls modification to the 
extent of remembering that Easter this year came in 
April and was in March last year. 

Up and down and across the country comes thi 
word “big white business expected in May.” Many a 
merchant has wished that some of the dark brown 
shoes that he bought could by some magic be changed 
to black and the greens to blue. 

By and large, there is no kick as to the hunger of 
the feminine public for new shoes in_ springtime. 
Another helpful thing is the action of the Garment 
Retailers’ Association in setting May 5 as the beginning 
of summer. With the temperature in mind, that may 
be a trifle early, particularly for those merchants who 
have found no spring business in their cash register 
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prior to the Easter selling period but a long summer 
has always aided shoe selling and made possible an 
earlier fall opening. 

These indications, as given above in tabloid form, are 
most significant this year. 


a le 


Courage to Fight 


E used to hear men say: “Oh, I am not in busi- 
for my health,” but the man who is not in busi- 
ness for his health hasn’t much health or much business. 
Yet the fact remains that a truly prosperous man is 
always a healthy man. Happiness and evolving pros- 
perity are synonymous. One only gets the creeps when 
the tide turns against him, but instead of resorting to 
booze or dope the man worth while comes up stronger, 
hits harder and reflects the spirit which won’t die. 
The man who lays down invites defeat, because he 
loses his courage and is fighting a lonely, individual 
battle with what Henry Ward Beecher called “the 
cussedness of inanimate things.” 
So the moral is this: Be open for knowledge, absorb 
it, and you will close your portals to defeat or failure. 
No man knows everything. If he thinks he does 
he is making a mistake; if he says, so he proves he 
doesn’t. 
We need to be continu- 


has a 14 foot sign on the wall reading: “This is the 
only store in the world where clerks are not allowed 
to urge people to buy.” 

This surprising store is, in fact, the ultimate resting 
place for a big number of easy-going old gentlemen, 
who, in their day, were proprietors of stores in many 
cities and towns. They have gone to seed. There is 
no life in them. They tried. 

A suggestion of a possible need of an article is 
beyond their comprehension. The wonder is that the 
store sells its great variety of odds and ends. The 
only bait is price, and salesmanship is discounted at 
the door. 

It would be the greatest moral lesson a merchant 
could have to take and walk through this store and to 
size up the salesmen therein. The miracle of it all is 
the fact that people can still be caught with the lure of 
price and can ignore the fundamentals such as service, 
fit and satisfaction. 


le lle, 


Business in Grouping 


QO NE shoe store by itself is isolated and the possibili- 
ties of doing good business in that location are 
limited. Three stores in three successive blocks along 
the street, puts the public in the mood to thinking of 
that community as a shoe 
section of the town. 








ally verifying our opinions, 
substantiating our state- 
ments. We need some vital 
information on subjects out- 
side our ken. 


Now I would like to ask 
-what economy is there in 
seven stores, handling seven 
different lines of shoes be- 


And such a source of 
strength and value we find 
in the opinion and views in 
this week’s issue. 


Mi at si 


Urge ‘em to Buy 


HAT do you think 

of a store that capital- 
izes incompetency? One of 
the big stores that make a 
specialty of cleaning out 
bankrupt stocks by cut 
price sales to the consumer 
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“Speaking from personal experi- 
ence, I believe one can gain knowledge 
by observing other lines of business. 
absorbing ideas and applying them to 
your own daily routine. Allow me to 
say that I have gained my greatest 
knowledge by being a staunch be- 
liever in the Boot and Shoe Recorder. 
My sales staff likewise gains knowledge 
daily by reading this publication. For 
this reason I feel that I could not be 
without the Boot and Shoe Recorder. 

“C. E. HADAWAY, 
“Chandler’s, 
“Atlanta, Ga.” 


* * * 


Success is an accumulative process. 
We study the actions and reactions of 
others and thereby acquire knowledge. 
This knowledge applied to our own 
affairs enables us to do a better job and 
thereby expedite our own success. It is 
the Recorpver’s job to help every intelli- 
gent shoe merchant to acquire practical, 
adaptable knowledge. 


Sut: TE. — 


President. 
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tween $3 and # all doing 
business side by side. Such 
a strange set-up is to be 
found in Washington and 
what was once a_ good 
proposition for three of the 
stores is now a “dog-eat- 
dog” proposition for the 
seven. 

It is a common habit of 
shoe stores to be in neigh- 
borly proximity but such a 
huddle is a waste and a 
combat. 





WHO'S WHO at the Styles 











NATIONAL SHOE RETAILERS 
ASSOCIATION 
GORDON MCcNEIL, General Chairman 
M. G. HARPER, Acting Chairman 


WOMEN’S STYLES COMMITTEE 
E. C. ORR, Chairman, Cincinnati, Ohio 
DAVID HIRSCHLER, Vice-Chairman, Norfolk, Va. 
Wo RS) gS Chicago, III. 
Pe 8) as 2 Sa Chicago, IIl. 
HARRY A. GIBSON...................San Francisco, Cal. 


ADVISORY COMMITTEE ON WOMEN’S 
STYLES 
E. C. ORR, Chairman, Cincinnati, Ohio 

Be Gey PEs cos be ceco ssa camevecsseeews Des Moines, Iowa 
ie ee TRE ahr evipecekcrewenteaweneeen Buffalo, N. Y. 
Dy sine xis ea peo dawalaldninden Nashville, Tenn. 
ot a ae Los Angeles, Cal. 

E. A. CLARK 
W. A. GEUTING 
M. G. HARPER 
DOPE V ELD EEPROM ccccicdccvcscvccconcwen Norfolk, Va. 
a a Des Moines, Iowa 
WILLIAM KAUFMANN ............... 
WILL KNIGHT Portland, Ore. 
J. LANGLEY St. Paul, Minn. 
A. Cleveland, Ohio 
es Bc BAI 6 0x Gk cneeiiwes neon oueweoeirn New York, N. Y. 
ie EI isin 6 48S 6-6 esas saad viencions Los Angeles, Cal. 
M. Detroit, Mich. 
PIU Go FIRB. cies dieses secweessccees New York, N. Y. 
Toledo, Ohio 
Cincinnati, Ohio 
5S. A. SCHULEIN. ...........00s0000.0000.-Spokane, Wash. 
A. W. SMITH Philadelphia, Pa. 
i ee ye Savannah, Ga. 
C. M. STENDAHL.... Minneapolis, Minn. 
4G) BN ols Chicago, III. 
LOUIS F. TUFFLY Houston, Tex. 
C. A. VERNER Pittsburgh, Pa. 
Pe ee EN Side aesusesbadsewawelon Texarkana, Ark. 
CAROL 5. WILLS... ..6.:52+0000.00..50m Prancieco, Cal. 
MORRIS WOLOCK Chicago, Il. 


Cleveland, Ohio 
Philadelphia, Pa. 
Philadelphia, Pa. 


San Francisco, Cal. 





MEN’S STYLES COMMITTEE 
GEO. N. GEUTING, Chairman, Philadelphia, Pa 
A. E. TAYLOR, Vice-Chairman, Chicago, Ill. 
EE MU aiysocisesvemescneanteeanen New York, 
W. B. HUETTE, JR st. Loui 
WF sincere sic seaceworscmaaes'nsios Chicag 
Tey A, 6s oxd oN ed ees womens wanewe Los Angel 


ADVISORY COMMITTEE ON MEN’S ST 
GEO. N. GEUTING, Chairman, Philadelphia, la 
F. E. BALLOU 
ARTHUR BURT 
M. A. CONDON 
PE vic riassconeeoed ines pa sibeereen . Baltimor: 
A. A. HOERR Johnstow 
BO Oe BC PUN i ooo sk caves wcwscsonesen Little Rocl 
i, I 95 oe ose SA Nig hig aaa ar euN ane hKCe Memphis, 
_ ae |. re rr Manchester 
D. F. PETTY Pittsburs 
W. H. TOLLER 
ee Re io 56 Siew estreresenwees . Buffalo, 
RUSSELL, WERNER ooo ocscicicccvcsc SOR Peamcis 


Providenc« 


Kansas Cit) 


CHILDREN’S STYLE COMMITTEI 
MAURICE J. YOSKIN, Chairman, Philadelphia, P 
ARTHUR EBBS, Vice-Chairman, St. Louis, M 
RALPH BAKER 
JOHN H. DOWNEY 
A. H. FAULHABER 


ADVISORY COMMITTEE ON CHILDRE? 


31 Lo 
MAURICE J. YOSKIN, Chairman, Philadelphia, |! 
H. A. ALEXANDER ...Des Moit 
HAROLD F. BALLOU....... . rovidence, 


PEE Ec: Miso) vacemrtonsecgive +e eeean New York, ° 


JAMES GARFIELD BENNETT Rochester, 
W. R. BIRNEY 

H. A. BRADSHAW 

GEO. P. BUSSEY 


PP ge ee ee New York, ° 


pe 2 yt Oe ot | 4k, eee Little Roch 
E. N. FEZLER Oklahoma Cit 
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Hotel Astor, New York 
April 28-29, 1930 











H. S. GORDON Cincinnati, Ohio 
SCHUYLER HARRISON... «..0..2..5.<0. East Orange, N. J. 
JOSEPH HART Helena, Ark. 
we a ek Néw York, N. Y. 
NS We oni nk ee aeny ad eeens Hartford, Conn. 
I ion vin che wma siesenwedensmeiew awa Evanston, IIl. 
es ee ee er Cleveland, Ohio 
c. H. RUNYON . Denver, Colo. 
JOSEPH STEWART Columbus, Ohio 
CLYDE TAYLOR Detroit, Mich. 


HOSIERY COMMITTEE 


JOHN H. SCHRAEDER, Chairman, St. Louis, Mo. 
i Te RARER poe ae Cee ence eee Los Angeles, Cal. 
| errr ee Philadelphia, Pa. 
IRVING MILLER Long Island City, L. I. 
JOHN O’CONNOR Chicago, Ill. 
HAROLD F. VOLK Dallas, Tex. 


NATIONAL BOOT & SHOE MANUFACTUR- 
ERS ASSOCIATION 


JOHN C. McKEON, Chairman, Philadelphia, Pa. 
HAROLD C. KEITH, President, Brockton, Mass 

JAY OTIS BALL, Managing Director, New York, N. Y. 
HERMAN MEYER Philadelphia, Pa. 
E. F. ABBOTT Auburn, Me. 

Syracuse, N. Y. 
ELMER J. BLISS Whitman, Mass. 
FRANK S. FARNUM Brockton, Mass. 
EVERETT BRADLEY Haverhill, Mass. 
lll 
8 4 iy A)! re Brockton, Mass 
ES ks 5 a St. Louis, Mo. 
vss oc ne ¥nindsiaeeenexouwn Mt. Joy, Pa. 
MAURICE, WEEE 6.6.6 c cc cecccsccccece St Bowie, Mio. 
PEED Bs: MI ox nce cs coscecccecscone Auburn, N. Y. 
GEORGE W. BAKER, JR Brooklyn, N. Y. 
W. A. DIXON Baltimore, Md. 
A. F. BANCROFT Boston, Mass. 
Ue Milford, Mass. 

Brooklyn, N. Y. 
JOHN R. GARSIDE. ......Long Island City, L. I. 
eR | Newark, N. J. 
OLIVER E. DERIDDER... Rochester, N. Y. 
L. W. PROCTOR Brooklyn, N. Y. 

Cincinnati, Ohio 

Portsmouth, Ohio 
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TANNERS COUNCIL OF AMERICA 
BURT W. RANKIN, Chairman, Boston, Mass. 
J. L. NELSON, Secretary, New York, N. Y. 

to <a a Te New York, N. Y. 
Boston, Mass. 
fo Se ees Philadelphia, Pa. 
W. H. BARRETT... Le 8 8€=6«[.C home 
D. L. HERRICK... .....Milwaukee, Wis. 
P. i. Meee.......- .New York, N. Y. 
G. H. MEALLEY ' ... Philadelphia, Pa. 
BENJAMIN SIMONG...... ....Boston, Mass. 
i. ec: . Peabody, Mass. 
R. J. MELLIN Philadelphia, Pa. 
JAMES J. LYONS... ....New York, N. Y. 
a a |: Milwaukee, Wis. 


NATIONAL ASSOCIATION OF SHOE 
WHOLESALERS 


ELKAN R. MYERS, Chairman, Baltimore, Md. 
THOMAS F. ANDERSON, Secretary, Boston, Mass. 
WILLIAM T. BAILEY ... Toledo, Ohio 
FRED BROWN Dallas, Tex. 


NATIONAL SHOE TRAVELERS 
ASSOCIATION 


FRANK B. KING, Chairman, Chicago, Il. 
THOMAS A. DELANY, Secretary, Boston, Mass. 
Ey Oe, MODs oh 0 sc cen csswcwenscwe. Boston, Mass 
GEORGE WINN............ ....Chicago, Il 
fk 4 gl. 8 .oeee. Chicago, Til. 
P| Be New York, N. Y. 
J. LAUGHLIN eres fll 
oe a. ee weeeeee Chicago, Il 
ee a aol cc vaaniae ease eau Brockton, Mass 
N. P.. BERIL.......... .. Newburyport, Mass 
L. N. BOWER ideas .New York, N. Y 
. ©. Seren boc sss. sess , ; Lynn, Mass 


COMMITTEE ON STYLES FOR VOLUME 
SHOES 

New York, N. Y 
.... Chicago, Il 
..Columbus, Ohio 
..New York, N. Y 
. Baltimore, Md 
.St. Louis, Mo 
.Auburn, N. Y. 
Endicott, N. Y. 
St. Louis, Mo 


HARRY J. WOOD..... 
RICHARD W. FOSTER... 
OSCAR MUSINSKY... 
FRED M. PERLBERG. 
ELKAN R. MYERS.. 

S. B. LIVINGSTON... 
JOHN T. GORMAN... 

J. F. ELDON... 

E. C. HYDE.. 
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THE 
Business Creme Court 


“Is the prisoner, Charles Green, Guilty or not Guilty?” 


Zs 


By HAROLD WHITEHEAD 


District Attorney and Counsel for the defense conclude thei 


arguments. The case of the People vs. Charles Green goes to 
the jury. What is the verdict? 


‘| NHE hum of excitement in the court stopped 
abruptly when Judge Braddock gave a sharp rap 
for. order. . Both Flinn, the district attorney, and 

Abbot, counsel for the defendant, Green, were obviously 

quite ready to proceed with the summing up. Judge 

Braddock looked calmly at the district attorney and said : 
‘Please proceed, Mr. Flinn.” 

Flinn rose slowly, holding a sheaf of notes in his 
hand. He bowed slightly to the judge and then, smiling 
at the jury, commenced 

“Gentlemen, you have heard the evidence in our case 
igainst the prisoner, Charles Green. You have also 
heard the able and courteous cross-examination of the 
State’s witnesses by our learned opponent, Mr. Abbot. I 
teel the case could safely be left in your hands with no 
further comments of mine. However, a few words may 
perhaps clarify the situation and further establish the 
State’s case. 

“The prisoner, Green, bought goods from Brown and 
Crovelly, as well as several other vendors. When he 
bought from .them he undertook to pay for the mer- 
chandise at a stipulated time; he agreed to the common 
current terms in the trade. 

“The vendors were glad to extend credit because the 
prisoner’s father had for many years established a fine 
reputation for prompt payment. Notice, gentlemen, that 
these vendors really extended credit to the business and 
not to the individual managing it. They naturally and 
properly required a financial statement of the business 
year by year. It was on the strength of these statements 
that credit was based; that and the past record of the 
father. 

“Now, gentlemen, the prisoner takes the money of the 
business and invests it in real estate. He claims he 
did this to protect himself. This excuse is flimsy and 
unreasonable. He had three years left on his lease; 
there was no rush or haste necessary. There was no 
assurance that whoever bought the property would want 
him to leave or would even want him to pay an increased 
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rent. The prisoner, Green, admits that the property 
should become more valuable—and therefore worth a 
higher rent—it was for this reason he bought it. So he 
admits implicitly that a higher rent would be justified 
It cannot be claimed then that the urgent needs of the 
business made this purchase essential. 

“However, whether Green took money from his |usi- 
ness to put in property or to buy stocks or to bet on 
horses is a matter of indifference—it is immaterial. The 
State rests its claim on the fact that money properly 
belonging to his vendors was used for other purposes 
without their previous knowledge or approval. 

“This man and thousands like him have forced on 
wholesalers an unwarranted and unjustified burden. In 
substance, this man has maneuvered his creditors into 
the position wherein they are actually providing a sub- 
stantial part of the capital necessary to support a ven- 
ture that by its nature weakens the strength of his retail 
store. And that store, gentlemen, is his main business 
Had this man through bad trade or other circumstances 
beyond his control been compelled to ask for extra credit. 
his wholesalers would have done everything in their 
power to accommodate him and sustain him as a retail 
merchant. “This man talks glibly of custom. Yet if 
wholesalers and other vendors have been insidious! 
jockeyed into a position which forces them to accept an 
injurious custom, the sooner this court smashes it the 
better. 


“TT is time the State spoke up and said to the retailer 
who is losing his discounts and taking time far le- 
yond the reasonable amount allowed, ‘you must pay up 
more promptly; you must keep your business within the 
safe bounds of your capital.’ Unless this is done, gentle- 
men, the retailer’s legitimate business becomes the colla- 
teral back of wobbly side ventures about which the re- 
tailer is usually woefully ignorant. 
“Credit is the basis of the transaction of business, hut 
unless it is built upon character, upon the determination 
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ances of the retailer to adhere to his credit agreement, we loosen 
redit, the cornerstone of credit. 

their “The prisoner is guilty of using vendors’ credit for spec- 

etail ulative trading. That is not the purpose for which it was extended. let me quote 
et if from ‘Principles of Economics’ by F. M. Taylor, page 228: 





nusly 








“Speculative trading is distin@aished from ordinary or so-called legitimate busi- 
~o ness in that it is expected to make a profit out of changes in prices of commodities in 
the same market; whereas ordinary trade expects to get its profit out of price differ- 
ences in different markets.’ 


‘When vendors carry slow pay accounts, their cost of administration climbs and so 
increases the cost of distribution. This point is well established in Brewster's 
‘Legal Aspects of Credit, page 209. 

“It costs money to carry slow accounts . . . A credit manager said that if hx 
were able to refuse to sell any one on open terms who did not pay his bills promptly, 
the very first thing I would do would be to cut down my office force from eight to 
three—a stenographer, an assistant and myself.’ 

“Tt is the wholesaler’s function to buy in large quantities and sell in smaller ones. 
Theodore N. Beckman in his book, Wholesaling, says on pages 11 and 12: 

[TURN TO PAGE 114, PLEASE] 
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dvertise, Anyhow? 


By MURRAY C. FRENCH 


IM BOWMAN frowned as he looked over the 
figures he had been scribbling on the margin of a 
newspaper. Something was plainly wrong. 

“Charley,” he said, “this ad in the Thursday evening 

Journal cost us eighteen dollars, didn’t it? We adver- 
tised our Prince of Wales tie and I find that on Friday 
we sold just four pairs. 

profit makes twelve dollars. 


Three dollars a pair gross 
That puts us six dollars in 
the red on the ad besides all our expenses selling the 
shoes, doesn’t it?” 

‘But you can’t figure it that way, Dad.” 

“Not if you’re working for the newspaper. I’ve been 
watching this thing for some time and I tell you the 
newspaper’s got us all buffaloed. We spend fifty dol- 
lars a week trying to keep people from going to the 
Bootery. They spend fifty dollars a week to get our 
trade away from us. The Steel Dry Goods Co. spends 
more than that fighting us both. The newspaper gets 
all the benefit and we pay the bills.”’ 

“One thing sure, we can’t quit advertising,” said 
Charley. 

“Oh we can't, can’t we? All we'd have to do is get 
together with our competitors and quit.” 

“But according to the new way of looking at it these 
shoe men are not our competitors. They help us. Our 
rez| competition comes from the outside, the radio man, 


the jeweler, the golf club, the hat man. Each of them 
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is constantly making the public hungry for his product 
—at our expense. People won’t spend money for shves 
if they crave something else worse. 

“Take your own case. Last spring you decided \ou 
needed a new car. While you were looking around at 
cars Mom got to reading some attractive literature about 
Southern California. All of a sudden you forget all 
about the new car and decided to take a trip. You went 
to Colorado although it was the California literature that 
really made you feel the need of a vacation. 

“Then last fall that flood of radio advertising agai 
took your mind off the car. You bought a radio. You 
selected the one you did, not so much because of tliat 
particular maker’s advertising, but because all those ra:lio 
ads made your mouth water for a radio. 
Mom’s new coat. 


Then cam 
And all that time you folks talked 
half heartedly about a new rug. But you kept putting 
off the care and the rug simply because some entir«| 
different product made a stronger appeal for your monic 
—and got it.” 

“But Charley, you forget that shoes are diffe: 
Shoes are a necessity.” 

“No Dad, there is no longer any distinction bet 
necessities and luxuries. Things are necessities onl\ 
people think of them as such. Food is a necessity. \ 
many a girl skimps on her lunches every day so she « 


have more hats and stockings. She considers them mo 
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necessary to her happiness. And because she so regards 
them, they become real necessities to her. 

“The other day I heard a fellow telling Davis’ hat 
salesman he couldn’t buy such an expensive hat because 
he had to have a new pair of shoes also. The hat man 
looked down at his shoes and said, ‘Aw, those are all 
right. You can half sole them for a dollar and a half 
and they’re good for three more months. Nobody sees 
your shoes but every one looks at your hat.’ That argu- 
ment sold the hat—made him want the hat more than 
the shoes.” 

“Humph! After this we'll 
tell our customers they don’t 
need new hats. Have their 
old ones cleaned so they can 
huy better shoes.” 

“That’s all right. 
wrong to knock our 
competitors, but it’s perfectly 
proper, in fact it’s our duty, 
to combat the other lines of 
business that are out after 
the same dollars we are. Our 
shoe competitors really help 
us. lvery time the Bootery 
or anyone else advertises 
shoes it gets people thinking 
about shoes. It makes a 
certain number of them de- 
cide they need shoes more 
than anything else. Then we, 
too, get our share of that 
Every shoe ad helps 


It’s 
shoe 


popular favor ? 


trade. 
all the shoe people.” 

“In that case,” his father 
argued, “we might as well let 
the others do all the advertis- 
ing.” 

“But we get our share of 
the business only because we 
do our share of the advertis- 
ing,” Charley answered. 
“None of us can judge to- 
day's ad by tomorrow’s sales. 
First, it describes something for sale. 
character, indicates the personality of the store. 
stay in the newspaper regularly the readers get a very 
definite idea of the kind of store we have, even those 
who have never been inside the door. Advertising is the 
voice of the concern, and I’m not so sure I’m proud of 


An ad does two things. 
Second, it, by its 
If we 


the way some of our ads have represented us.” 
Charley disappeared a minute and came back with the 
file containing all the ads for the six months previous. 
“Tlere’s what I mean,” he said. ‘‘Now take this ad 
It’s all crowded up and tells the whole world we 
are a stingy, close fisted concern. This 
crooked cut and a misspelled word telling everybody we 
Then here we 


here. 
one has a 
are careless and don’t watch our details. 
tried to impress people with a lot of heavy, black face 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, April 26, 1950 


Do you advertise simply to take 
trade away from the other shoe stores? 


Do they advertise to hold their own 
against you, and win away your cus- 
tomers if they can? 


Or do your combined advertising 
efforts make two pairs of shoes sell 


where one sold before ? 


Is advertising the motive power that 
keeps shoes up in front in the race of 
industries eager to win the prize of 


This article by Mr. French in his 
series of “Adventures in Merchandis- 
ing” brings up a lot of interesting 
questions about retail shoe advertising 
—and answers them. 


type. You know, Dad, using too much bold type is just 
like shouting at a customer. It makes folks think we 
are just a big whoop-hoorah bluff.” 

“Then if advertising is mainly to let them know what 
kind of store we have,” said his father, “why don’t we 
just tell them our good points in plain words? 

“At school they taught us that institutional advertis- 
ing, or self-back-patting, as you might call it, is a very 
dangerous thing. You always despise it in an individual, 
and a store must be very subtle to get it over right. 
It’s better to let the reader 
form his own opinions from 
our ads than to try to force 
our righteousness down his 
throat.” 

Jim Bowman 
looking over the old ads all 
this time. “Looking at it that 
“these ads 
And I be- 


we're al- 


had been 


way,” he said, 
aren't so good. 
lieve it’s because 
ways so busy with something 
else—probably less impor- 
tant. The newspaper sends 
over for our copy, you or | 
grab a cut, scratch a few 
words on an envelop and 
send him off. 

“Those words may cost us 
They're 


a dollar apiece. 


mighty important for they 
are liable to drive away more 
trade than they bring in, 
simply by giving the wrong 
impression. The fellow who 
says advertising doesn’t pay 
is right quite often. Bad ad- 
vertising doesn’t pay ; it even 
kicks back.” 

Charley was glad to have 
his father agree with him on 
this point. He wanted to in- 
the but 
was not sure he could put the idea over. 

“Yes, I'm beginning to find out there’s a lot we don't 
“IT read of one 


crease advertising 


know about advertising,” he replied. 
shoe man who says he never runs his young women’s 
novelty types in the newspaper. He claims those young 
folks don’t read the papers but they do window shop. 
So he plays up his high style shoes in the window. He 
advertises the more staple numbers in the newspaper 
because the older women, and men, too, read the papers 
more. Don’t know that I agree with him entirely but 
it’s an idea worth watching.” 

“Then it’s always a question which days of the week 
we should advertise,” said Jim. “Friday and Saturday 
are always busy anyway and I claim it’s all foolishness 
to run an ad in Thursday's or Friday’s paper. They 

[TURN TO PAGE 116, PLEASE| 
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Display of Eric Grain 
Leather in the Fifth 
Avenue window of 

J. & J. Slater, New York. 
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. . who appreciate 
Quality 


Reputation has for its founda- 
tion—Quality—not just price. 
Among leaders _nation-wise, 
like J. & J. Slater, New York, 
and for the merchants seeking 
to build reputations in their 
communities, there still exists 
a keen appreciation of crafts- 
manship—in both the shoe- 
making and in tanning and fin- 
ishing quality leather. 








= 


ANIT 
a. 


ERIC GRAIN CALF gives a quality 
foundation on which the craftsman 
in shoemaking can fashion the 
beauty of pattern and line. 


CAL 


Its mellow texture, fine grain, tight 
break and depth of tone make for 
quality footwear and spell satisfac- 
tion to the customer while being 
fitted. 


4G Carl €. Schmidt & (a) 


DETROIT 
Tanners of the Senmidt Calif Leather 
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The entire line of EVANS 
LEATHERS including RUBY KID 
— PEACOCK COLORS AND 
MAXIMUS PATENT LEATHER 
willalso be on display at Booth 10. 











EVAN: 
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few 
FALL 


AT BOOTH 
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TANNERS COUNCIL OF AMERICA 
LEATHER EXHIBIT 
HOTEL ASTOR 
APRIL 28 - 29, 1930 


~. 7 


‘Crnndondine on 


Evans Brands ¥ 


wd 











NAVY BLUE w 


JOHN R. EVANS & CO. 
CAMDEN, N. J. 


Philadelphia Boston St. Louis 
Cincinnati Rochester Milwaukee 


S$ LEATHERS 
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on this 


SALES 
FEATURE 


This summer, the 

new Hood Comfort Toe 

Pattern can builda bigger 

canvas shoe business for 

you ... Follow the plan 

of the dealers who turn 

over their stock quickly and 

more profitably . .. Con- 

centrate upon the better 

grade Hood shoes ... shoes 

that look different, are differ- 

ent and lift your line above 

the price competition that means 

profitless selling . . . and increase 

your dollars and cents volume. 

Begin now. Take full advantage of 

a stock at Hood distributors for 
profit and turnover. 


HOOD COMFORT TOE PATTERN Origi- 
nally designed to prevent chafing and blistering, the 
Hood Comfort Toe is found to give extra protection 
and wear —a fact which thousands of consumers have 
already appreciated. 


REDMAN The outstanding seller with many 
dealers last season, improved for repeat and 
new demand this season. The Redman sets a 
new style for canvas shoes that are different 
in appearance, consumer appeal, and profits. 





HOOD MAKES CANVAS SHOES - RUBBER FOOTWEAR 
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ge of 


S for 


sell HOOD 


better grade 


Canvas § 


MAKE THE “PROFIT-SELLING” TEST ON HOODS 


Don’t take our word for the profit-making opportunities 
offered by the Hood line of canvas shoes. Make a test in 
your store. Order a trial assortment of the quality numbers, 
such as shown in this advertisement. Familiarize yourself 
and your salespeople with Hood special selling points. Put 
Hoods in your window. Show Hoods to your customers. 
Tie-up with the bigger 1930 Hood National Advertising 
Campaign that is telling your customers about the superior 
sales features built into Hood canvas shoes. The ease with 
which Hoods sell, to build your dollars and cents volume, 
and increase your summer profits, will prove Hood retail- 


ing advantages. 


HOOD RUBBER COMPANY, INC. 


Watertown 


Mass. 


CADDY A canvas shoe of custom - built 
quality which can be profitably sold to those 


who require something better than the ordi- 


nary run of canvas shoes. 


HUSKY Improved construction and appear- 


ance mark this number as a shoe that can be 


be fj 


means increased profits. 


eV TTy 37 sold in any community at a moderate price to 
ste il ti 


build a “dollars and cents” business that 





RUBBER SOLE HEELS 


RUBBER 


FLOOR 


TILING 
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‘BOOTH 37—TANNERS COUNCIL OF AMERICA LEATHER EXHIBIT—HOTEL ASTOR—APRIL 2). 
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“KNOWN AS THE 
SAFEST. 
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THE GREATEST DISPLAY OF ELK 
EVER ATTEMPTED BY ANY 


* JOINT STYLES CONFERENCE ° 
HOTEL ASTOR-NEW YORK APRIL 28-29 


* 


That visiting merchants and buyers may fully appreciate the advancement 
made by Elk leathers in recent months, a most pretentious display of new 
Fall colors, including colors as recommended by the Textile Color Card Asso- 
ciation for Fall, will be displayed by the C. D. Kepner Leather Company, 
Boston, at Booth 17 at the Joint Styles Conference next week. 


Fourteen colors of Kepner Elk (full grain) and fourteen colors of Kepner 
Sportette will be on display, together with sample shoes by a group of leading 
American manufacturers, including moccasins, infants’, children’s and 
women’s sport shoes and a complete line of men’s sport footwear, in which 
Kepner Elk plays a leading part. 


The Following Colors For Fall Will Be On Display 


Prado Brown Greenwood Suntan Beige 
Salvador Brown Admiralty Blue Dark Smoke 
White Coffee 
Abmese Light Smoke Log Cabin 
Winetone Red Camel Smoke Black 


C. D. KEPNER LEATHER CO. 
The Friendly House of Boston 
137-139 SOUTH ST., BOSTON 


FOR SPORT SHOES 
FOR CHILDREN’S SHOES 











R BALANCED 


SUPERCREPE 


The sole on left carries an all over rough 
tread design on sole and heel. This style 


is stocked in all runs from infants to 
 n:. 


AIRWAY Ww 4 a 
On the right is the well-known BEAR- , / 
FOOT golf sport sole. Stocked in (ATR / AY an 4 
runs except infants. P 4 ; r‘~ \ 
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BEARFOOT gs. 


SOLES AND HEELS 

















Pick up a shoe with a BEARFOOT SUPERCREPE or AIRWAY sole and heel; 
“weigh” it in the hand, and note its perfect balance and surprisingly light weight. 


The secret lies in the fact that both the sole and heel are made of high-grade, 
light-weighing material—for AIRWAY and SUPERCREPE are in every sense 
quality products. 


Call this balance and light weight to your customers’ attention and later on you 
will sell them another pair for Fall. The day of the heavy sport shoe is past. 


BEARFOOT has a complete line of heels for all types of sport shoes: 


3/8 wedge heels for children’s shoes. 

4/8 wedge heels for misses’ shoes. 

3/8 cuban and junior heels for toplifts on women’s shoes with 
all types of leather base heels. 

5/8 wedge heels for boys’, growing girls’ and men’s shoes. 

6/8 and 11/8 square breast heels for growing girls’ or women’s 
shoes. 


COLORS—cream (natural), tan, black, red, white. 


Order your samples now—they will receive immediate attention. Boston and 
Akron stocks afford prompt service. 





THE BEARFOOT SOLE CO., Ine. 


Factory and Warehouse - - : Akron, O. 
Sales Office and Warehouse, 178 baie St., Boston, Mass. 


SPUPERCREPE 
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YOU KNOW— 
SPORT SHOES! 


It’s good common sense to meet 
the greatest sports season ever 
with sport shoes which have at- 
Style 310—$3.50 tained a position of preference 


Full grain White Elk — among younger fellows. 
trimmed in black calf skin 
—leather sole—rubber heel. — - 
In addition to attracting purchas- 

Style 311—$3.50 ers, these shoes succeed in keep- 
Full grain White Elk—tan ing them satisfied. 
oo sole— 
rinielieiiand You can get and keep more than 
your share of profitable business 
during the coming months with 


Hill Bros. Sport Shoes. 


A complete folder of our In- 
Stock Sport shoes will be mailed 
on request. 


lint Bros.Co. 


HUDSON TF MASS: 
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HEN YOU LINE UP 
FOR FALL 
LINE UP WITH 


FISEX 


REPTILIAN 
REPRODUCTIONS 


Depend on them because of their record for 
giving repeated satisfaction. 





78% of our impressive sales increase in 1929 
was due to enlarged orders from old customers. 


Depend on them because of their frequently 
originated novelties—many of them widely im- 
itated. 


Don’t experiment. Rely on a house that spe- 
cializes and concentrates on making better rep- 
tilian reproductions—and that has won the reli- 
ance of many of the largest and “style wisest” 
operators by consistent originality, quality and 
service. 


We suggest the following for early Fall orders— 


RING LIZARD 
RAJAH LIZARD 
BOROSO SHARK 
CALCUTTA LIZARD 


Samples ready now in all 


— a 
for Fall. 


ESSEX TANNING CO., Inc. 
PEABODY, MASS. 
PMN Se 
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NOTICE! 


¢ © @ 


A BETTER KAFSTED 


We are now offering to the trade our Improved Kafsted—it is 
heavier, plumper and has more real value at no extra cost to the 


manufacturer. 


This genuine Kafsted quarter lining cuts clean, has no ragged edges and saves,at least 20% on 
cutting costs. It looks, feels and cuts like leather and causes no gaping at the back of the shoe 
for it moulds itself to the last. Cements readily to the counter, will not pull away and cause 


loose linings. 
Jobbers and dealers should specify genuine Kafsted in their orders. 


STEDFAST \, RUBBER CO. 


MATTAPAN : r BOSTON, MASS. 





No. 2 Plant at NORTH EASTON, MASS. Boston Office: 95 SOUTH STREET 
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+s Fae 
( Leaf Brown ) . GON 


. .. (Mooresque) ......3N 
(Almora) . 


Acajou . . . (Salvador Brown ) 
Dragon Vert . (Greenwood) 
Grotto Blue . . (Admiralty) . 
Serge Blue 


Dark Pansy 
SATIN MAT 


THESE LEATHERS ON DISPLAY AT BOOTH 12, HOTEL ASTOR, NEW 

YORK, APRIL 28TH AND 29TH—OFFICIAL OPENING OF FALL AND 

WINTER LEATHERS, UNDER AUSPICES OF TANNERS’ COUNCIL OF 
AMERICA. 


The () Tae Crstle 


clamples by request to Seem 1702 -100 Gold Areet, (New Pork 
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| The Producing Units of 
| International Shoe Co. 


44 Specialty Shoe Factories~ 
each making just one particular type 
and grade of shoe, together produc- 
ing 50,000,000 pairs a year. 

14 Tanneries ~ 
each specializing in one particular 
type of leather, producing 25,000 
sides and skins a day. 

1 Rubber Heel and Sole Plant~ 
producing 135,000 pairs of heels and Yy 
35,000 pairs of soles a day. if Wy i 

1 Cotton Mill~ CH 
producing 7,000,000 yards of lining Q 
fabric a year. 

59 Auxiliary Plants ~ 


producing welting, dyes, chemicals, 


shoe boxes, shipping cartons, trunks, ee a cAN £ ] : 
gloves, etc., to the value of more SOBERTS, JONNSON € RAND PETERS 








| 
than $30,000,000 a year if purchased STLOUIS ST.LOUIS 
from outside sources. 





—4 A - 
Y 


INTERNATIONAL 


General Offices :: 
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euess what I pai 
for them” 


RUST A WOMAN to know value when 
ie sees it. Trust her, too, just as im- 
plicitly, to pick styles that will make her 
admired of all eyes. When she finds both, 
she’s proud of it and doesn’t mind saying so. 


Many women have bought their first 
aternational Shoes on just such a recom- 
mendation. And the interesting thing is 
that once they start wearing them, they 
usually continue to wear them. They may 
not know Aow-International can offer such 
style and quality at such prices, but they 
are convinced, through experience, that 
they can’t buy greater value. 


The “how” iseasy to understand. Each 
of the fiffy million pairs of shoes which 
International makes a year is produced in a 
specialty shoe factory. Each factory con- 
centrates on just one type of shoe. Even 
the workers are specialists, trained for years 
td better the single task that is their con- 


MORSE & ROGERS 


NEW YORK 


PRIEDMAN-SHELBY 
ST.LOUIS 


: ll ~ ; 
FRIEDMAN SHE py =S'B- 


> 


SHOES | 


SHOE 


. $t.Louts, U. §.A. 


“SUNDIAL 
SHOES 
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tribution to final quality. That means the 
finest kind of workmanship. 


The materials which come to their hands 
bear an assurance of quality that can hardly 
be matched in industry. From leather to 
lining fabric, the International Shoe Com- 
pany makes these materials within its own 
plants, under the most rigid requirements. 
By doing so, it saves millions of dollars a 
year compared to buying these materials 
in the open market. Every one of these sav- 
ings is reflected in the price of the shoes. 
That means exceptionally high quality at 
unusually low cost. 


The more than 70,000 merchants who 
sell these shoes have proved that by giving 
this greater value for their customers’ dollars, 
they not only .enjoy a more prosperous 
business, but are developing a customer 
confidence that looks to their store for 


greater value in every form of merchandise. 


VITALITY SHOE CO. 
ST.LOUIS 


HUTCHINSON ~ WINCH 


BOSTON 
L 


TRIANGLE 
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Ar BOOTH 16 


TANNERS COUNCIL OF AMERICA 
EXHIBIT OF LEATHERS 
HOTEL ASTOR APRIL 28-29 


You are invited to see our display of new model shoes 


for fall and winter 1930-31. 


Principally Concentrating on 


SURPASS BLACK 


and 


SURPASS NUTRIA 


also 


SURPASS PASTELS 


for evening wear 


and 


SURPASS LININGS 


BEIGE, GREY AND PASTELS 


























LEATHER COMPANY NORTH PHILADELPHIA 


Tanners of Black and Colored Kid Black Kangaroo 


Colored Kid Linings 
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has the right shoe 
length of skirt NA 


USE DOROTHY DODD 
IN-STOCK SERVICE FOR 


GREATER VOLUME AND 
FASTER TURNOVER 


N 


Java last— Flexible sole 
15 Block heel—Atlanta 


4001ICBK—Creme Beige Kid. 
4001DK —Dull Kid 
OIF —Prtent 


for every 





\ » 
‘ 





| 
! 
M o R N I 





N G 


Ivis last—Fiexible sole 
20 Lou.s hee!—Arlanta 


4885BCK—Beige Clair Kid . : 
4885DK —Dull Kid 
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Chevy last—Flexible sole 
18 Louis bee!— Boston 


s:0P —Patent 


x 


)K—Dull Kid 
— Black Crepe 


Gotham last— Flexible sole 
15 Block hee! 


EL oston 


4541 BGWS—Genuine Beige Water 
snake Creme Leige Kid 
quarter $6.00 

4541INWS —Natural Watersnak« 


Dull Kid quarter . 6.00 
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IN-STOCK 
SERVICE 
* 


For months Dorothy Dodd has been 
pouring fresh, smart, new shoes into 
her vast warehouses—your own reserve 
storerooms—at Boston and Atlanta. 
Now Dorothy Dodd is ready to give 
almost electric service to your wire 
or mail orders. Consult the big new 
Buyer’s Guide, Dorothy Dodd’s new- 
est effort to support the individual 
merchant in his struggle to speed up 


his turnover by simplifying his stock 


problems. Every shoe at Boston ‘and 
Atlanta In-Stock Centers is shown, 


conveniently indexed for quick refer- 
ence. You will have notrouble finding 


Use_ this 
service to increase your profits while 
consumer buying is at the spring peak. 


whatever shoe you want. 


DOROTHY DODD SHOE COMPANY 
In-Stock Centers: 
BOSTON . ATLANTA 


New York Sales Office: 
908-910-912 MARBRIDGE BUILDING 
Chicago Sales Office: 

209 SOUTH STATE STREET 
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32 SPORT STYLES IN STOCK — 872k No. 390 


Custom models, Youthful models,—Sturdy Brogues for the Low yn are Oia 


_ new pattern vamp saddle and 
Handicap Crowd,—Sleek Speedsters for the Porch Paraders. eyelet stay. 
~ gl yn 


In stock now, ready for your Sports Opening,—Retail Price 
range from $8.00 to $15.00. 


Concentration on Wright stock shoes takes the gamble out of 
“Sports.” Price $6.25 


E ° is W R 4 G H T & C Q.. Inc., MASSACHUSETTS 
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HETHER or not the thermo- 

meter climbs, KANGOLA 
finds its place in the sun of 
popular favor. 





Hot or cold weather, all feet are 
grateful for good ventilation. 
KANGOLA’s porosity is highly 


important to foot health. 


SAGAS ee RT eae ee Ne 


Sturdily belying its supple 
beauty and fine texture, KAN- 
GOLA does not scuff nor lose 
its shape. 


Se stb A cl et lay iwc: 


8 oy 





REG.U.S. 


C:D.BROWN & CoO. Mz 
Rochester, NY. 
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HARD ENAMELED SHOE BUCKLES AND ORNAMENTS 








‘Hard + Hard Enameled 


Seasonable, practical, original buckles and ornaments are being con- 
stantly made available to our customers. We lead in originality of 
design, product, price and SERVICE. What can we do for YOU? 


Do not overlook our new line of very low priced and very well made 








soft enameled buckles. Our original designs are being patented. 
This is for your protection as well as our own. 


Soft Enameled ae 5: Soft Enameled 


Hard Enameled 


x ©. G. KING & CO., INC. 


46 CHESTNUT ST. PROVIDENCE, R. I. 














When 


U. S. REGISTERED TRADE MARK 


TRADE MARK 


. 
Millions of women know how to recognize the finest quality 
woven leather footwear at a glance. They look on the soles for 
the trade name “Deauville Sandals.” 30,000,000 advertisements, 
appearing in all the popular magazines of women’s interest, have 
warned them against imitations. 


Now your customers will be calling for Deauville Sandals to 

LOOK for TRADE-MARK complete their spring and summer ensembles. Be sure you sive 
them what they ask for—genuine Deauville Sandals—smartest 
and best-made footwear of its kind. 


ON EVERY. Protect your profits! Sell only genuine, Paris-approved DEAU:- 
GENUINE PAIR : VILLE SANDALS. 


ANY INFRINGEMENT OF THE USE OF THIS NAME 
—"DEAUVILLE SANDALS” —OR OF THE WORD GOLO SLIPPER COMPANY 
“DEAUVILLE” IN CONNECTION WITH FOOTWEAR 129 Duane Street, New York City 

—WILL BE PROSECUTED. 
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Nuseeseneenenes 
IN Stock 


Selling FLORSHEIM lightweight oxfords for 
Summer gives your customers more appro- 
priate, more comfortable footwear, and 
gives you extra-pair business. Florsheim 
Summerweights have the smartness of styl- 
ing and the quality make-up that men who 
want good shoes look for. When fitting 
customers, give them a try-on of Florsheim 
Summerweights and you will find these 
cooler, more comfortable Summer shoes 
meet with ready acceptance .. . Every 
FLORSHEIM wearer is a potential customer 
for Summerweights . . . THE STANFORD 
— semi-soft box toe—close extension 
light nine iron single sole with bevel edge 


READY TO SHIP—Stock Style 
$-298 Black Velvet Calf, Stock Style 
S-299 Medium Tan Willow Calf 


THE FLORSHEIM SHOE COMPANY 


Manufacturers ‘ Cnicago 











Most Styles 
Retail at 


510 


o 


quality 
les for 
ments, 
}, have 


als to 
u sive 
nartest 


EAU. 


“I The FLORSHEIM Shoe 


= a Rie BEA for the Man who Cares 
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IMPORTED 
WOVEN SANDALS 


IN WIDE RANGES OF 
STYLES AND PRICE 


HAND-SEWN MCKAYS 
MOULDED SOLES 


IN STOCK 


INSPECT THEMAT OUR SHOWROOM 


JEFFERSON IMBORT CoO. 


1328 BROADWAY MARBRIDGEE BLDE NEW YORK 











MANFIELD & SONS 














an Ces MARBRIDGE 
ALL WIDTHS BUILDING 





IN STOCK 


ENGLISH 
RIDING BOOTS 


ie 


2 * 2, 











CHILO'S TAN 
O WIDTH 


TAN @ BLACK 














The lines permanently displayed at the Marbridge 
Building always merit your attention. The show- 
rooms of the national leaders in the shoe and leather 
industries are maintained here all year round. 
Desirable office space for approved tenants. 


SEND FOR CATALOGUE TAN 6 BLACK MARBRIDGE BLDG. ~ — 
BUY DIRECT FROM MAKERS 1828 Broadway ew 
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ERONAD BOX TOES 


Trademark 





Product of Adams Mfg. Co., Established 1829 





A cleverly patterned 
Turned shoe made by 





KESSLER-LEVIN SHOE MFG. CO. 
33-35 So. Frederick St. 
Baltimore, Md. 


Made with Ironed Box Toe 





The makers of this shoe realize that a better box 
means a better toe. 


DAVES BOX TOE COQ ce trooxitn’ ny: 
IRONAD BOX TOE AGENCIES — 


CANADA NEW ENGLAND CHICAGO CINCINNATI 

McDowell & Lincoln Davis Box Toe Co. Howard Irwin Aughinbaugh & Wortman 
362 Notre Dame St., W. 21 Lincoln St. 208 No. Wells St. 1111 Sycamore St. 

Montreal Boston Chicago Cincinnati 


















































_ <a IN PROCESS _, 


© omnrean st ai aaoee CALF ALWAYS . . . IN STOCK 


AND BRIGHT BLACK CALF 


Upper leather of fine calf. = : e wl Ee 
9 iron outersole. Natural calf lining. Leather The ¢ rawtord IN-PROCESS 
counter. Heavy flexible cork box Stadium meets ° e 
Last. $4.15. system has been functioning 
ae 5 > t © 2 smoothhy for 14 seasons. 
ee oa oe It’s the IN-PROCESS system 


that keeps our stock complete 
—all sizes, all widths. Com- 
plete stock assures complete 
shipment. 

Increase your turnover—de- 
crease your investment — 
avoid a large surplus of 
broken sizes at the end of the 
season. The IN-PROCESS 
system keeps our stock com- 
plete and clean; it will do the 
same for you. 

Our 76 IN-PROCESS styles, 
now in stock, will be carried 
until after July 1 for your 
service. Write for our cata- 











log, if you haven’t it already. 








Our Crawford In-Process iat is intend in the U. 





¢ « CHARLES A. EATON COMPANY ¢ ¢ 


BROCKTON .- - - - MASS. 
S. Patent Office 
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to Shoe Store 
Owners and 








No. 4072 ‘ 


Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 


“New Styles in Shop Seating”’ 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
breciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “‘American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking, 


Fill in and mail the coupon today. 


American Seating (Gmpany 
1060 Lytton Building Chicago, Illinois 


Branch Oficee—New York: RB. A W. 40th &. 
Philadelphia . = 1 Chestnet St. 
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American Seating Compan: 

1060 Lytton Bidg., Giieas, m. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, ‘““New 
Styles in Shop Seating." % 

Name....... peas 

Address Simatint to 


INTERLO 
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Shoe More Nervice Section 








Devoted to 
DISPLAY, EQUIPMENT AND SUPPLIES 


for the Retail Shoe Store 





Extra Profit 
Opportunities 


for MAY TIME 


May 1-10 


Children’s health shoes are entitled to the limelight now. May Ist is proclaimed by 
President Hoover as Child Health Day and your window tie-up with the publicity 
given this can carry over into the next week. 





Also remember that the first of May is May Day. Why not use a small maypole 
in the window, with ribbons running down to some health shoes? 


Mother’s Day is Sunday, May 11. Give Mother due notice in the windows—at 
least in one small window or a good unit display. The most appreciated tribute is 
one that contributes to her comfort. On the show card mount a picture of Mother 
taken from some of the national publicity on this event. 


12-17 


Spring sports are in full swing. Tie in with those that are most favored in your 
vicinity. If golf is very popular there, post in a sport shoe window a schedule of 
golf events at nearby courses for a period of two to four weeks ahead. If much 
interest is evinced in tennis or hiking clubs, tie in with these in a similar way. 
If there are a number of amateur ball teams, show a schedule of their games. 
One stunt that has proved good advertising is to offer prizes of shoes for the 
longest golf drives or best scores; for the most home runs, etc. 


19-24 

Bring out the summer weights. Folks buying now are anticipating their needs 
a little ahead and summer weights will appeal. Also, remember, they help to 
increase total pairage. Devote some ads and windows to summer weights. 
Don’t overlook the youngsters. They are scampering around outdoors, creating the 
need of new shoes—and soon will come vacations. Give them some special atten- 
tion and use some novelties or something that will be a special attraction for them. 


Gather together some material for a Memorial Day unit decoration to be used 
next week. Get into it some deft touches reminiscent of the World War, the 


Spanish War and the Civil War. 


May 26-31 
Give the Grads a whirl. Commencement exercises aren’t far away and all con- 
cerned are preparing for them. No preparations are complete without new shoes. 





Though June is the month of weddings, brides-to-be are shoe minded in May. 
Footwear for the trousseau is worthy of a place in the windows now. 
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“The ‘it’ in shoes,” says Ralph Pokorny Levey, “the something that makes a man stop to look, is the primary basis of sal 
The hottest, snappiest shoe you have in stock, prominently displayed in a well balanced window, draws a man even if 
hasn’t the price to buy it. Often he comes back on pay day.” 


Planning Window Displays to Pull 
In the Men 


Get the man 
Once 
The 
‘it’ in shoes, the something that makes a man stop to 
The hottest, snap- 


AKE: buyers out of passersby. 
in the street to look at your window. 
he’s in the doorway, you can sell him. 


look, is the primary basis of sales. 
piest shoe you have in stock, prominently displayed in 
a well-balanced window, draws a man even if he hasn't 
the price in his pocket. Often he comes back on pay 
day to describe in detail the shoe that he wants, the 
shoe that he saw in the window on Monday.” 

So says Ralph Pokorny Levey, manager of the New 
Orleans Pokorny shoe stores. Since 
1860 Pokorny has been selling shoes in New Orleans; 
families for four generations have considered buying 


He should know. 


shoes nowhere else, so firm is tradition and prestige. 
Back in 1860, M. Pokorny, a cripple and blind, started 
making shoes up on Poydras Street. They were good 
shoes ; then he was laying the foundation of the Pokorny 
high-grade shoe. He moved to a better location, and 
his two sons, John and David, succeeding, became the 
core of the business. In 1902 the business was incor- 
porated ; in 1908 Ralph Pokorny Levey, grandson of the 
original founder, became associated with the business, 
to succeed to the position of general manager on his 
uncle’s death in 1915. Today there are four Pokorny 
owned and managed men’s shoe stores in New Orleans; 
the two known as the Pokorny stores, where high-class 


shoes are sold, and the two Regent stores, specializing 


in popular priced shoes. Incidentally, the Regent stores 
sell more shoes of the $3.50 variety than all other men’s 
shoe stores of similar type in the whole of the city 
The Pokorny real estate interests are vast, a tribute t 
intelligent sales-methods for three generations. 

There are other elements in this success. Long avo, 
before New Orleans saw the great city that she was to 
become, the original Pokorny realized the possibilities 
and bought property along St. Charles Street, whicli he 
saw then as the center of the men’s shoe trade in the 
city. Time has verified his prediction. St. Charles Street 
is now lined with shoe stores and trade flourishes, despit 
those who said that such competition would kill business 
Rather it has stimulated it, ag M. Pokorny foresaw 
Two St. Charles Street stores are owned by Pokorny 
the one in the first block above Canal under the name, the 
one in the third block as a Regent store. 
has been a Pokorny 
The stor 


Careful selection of location 
maxim. Every location has been tested. 
124 St. Charles Street is the oldest ; the newest, estab- 
lished at Canal and Carondelet Streets five years ayo 
has one of the city’s choicest corners. One Revent 
store is on St. Charles, the other on Rampart 
Canal, a cheaper shopping district patronized by 
negroes and whites. 
“This is the age of style and concentration,” expl.ins 
Mr. Levey, in telling his business secrets. “Looks } re- 
[TURN TO PAGE 112, PLE. <F] 
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Mc Bryoe Boot SHoP 


== | Selling has been 

made easier and 
greater display 

-wxssesess| has been provided’ 


was no small one, and I am glad for you to know 
sae. une , McBRYDE BOOT SHOP 
DETROIT, MICH. 


Grand Rapids Store Equipment Corp., 
jrand Rapids, Mich. 


Gentlemen; 


The beautiful shoe department which you 
installed for me in the Pack-Wolin Shop on 
Washington Boulevard was such a source of satis- 
faction and attracted such favorable attention 
that it was only natural that I should turn to 
you to design and equip our new Woodward Avenue 
shop. 


New arrangement of the store, together with 
new fixtures, has completely changed the appearance 
of the room. Selling has been made easier and 
greater display has been provided. The change has 


Very trul 8S, 





r Boot Shop. 
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A STORE foreplanned for profit — 
modern, inviting, loss-proof. 
At a glance customers know that here is qual- 
ity merchandise. Values and desirability are 
immeasurably enhanced by the surroundings. 


are thousands of stores which are seemingly 
loss-proof which could be made much more 
profitable, simply by more intensive use of the 
space available. 


The benefits of this experience are freely 


available to you. New, low-priced lines and a 
deferred payment plan of purchase place 
Grand Rapids quality within the reach of every 
merchant. 


Look around your store. Is it geared to the 
changed buying habits of the hurrying, beauty- 
loving shoppers of today? Do too many people 
pass your store and spend their dollars with 
your competitors? 

We know from 30 years experience that there 


GRAND RAPIDS 
STORE EQUIPMENT 


Executive Offices: Grand Rapids, Mich. Name 
Branch offices and representatives in every territory 
Factories: Grand Rapids, Portland, Ore., Baltimore, New York City 





Mail the coupon for further information and a 
copy of “The New Way Method in Merchandising.” 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 
Grand Rapids, Michigan 


Please send further information and a free copy of your new 
book, ‘’The New Way Method in Merchandising.” 


Address 











store planners, designers and manufacturers of fine store equipment City........ 
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A small window 
showing many 
shoes, but in 
such a manner 
that space is 
conserved and 
a “dressed-up” 
appearance is 

obtained 


Window Table 


s Are the Thing 


For “stocky” trims and unit displays 


UCH has been written, in the Boor AND SHOE 
ReEcoRDER and elsewhere, on the wisdom of not 
crowding too much merchandise into a window. This 
is not an argument on the other side of the question, 


but a suggestion to the merchant who insists on having 
a fairly “stocky” window. Many stores that adhere to 
this policy have effected a noticeable inaprovement in 
the appearance of their trims by building them up on a 
series of plateaus and tables. j 

The window shown above is in one of Harry’s Shoe 
Stores in Chicago. It is a small window and.a goodly 
number of shoes are displayed; yet each~is shown to 
better advantage than might be éxpected where so 
many are shown. Display space is both conserved and 
“dressed up.” In conjunction with these, attractive 
metal shoe stands of varying heights are used. 

The tables are covered with dark ‘vitrolite and edged 
with hammered metal, silver finished. The’shoe stands 
match the tables. These fixtures do not monopolize tl 
attention, but their beauty and modern design create a 
very favorable impression. The same type of grouping, 
with less fixtures, is very effective for unit displays in 
less “stocky” trims. ; 


A set of shoe fixtures on this order 

in varying shapes and sizes, used to- 

gether with display tables to match, 

add materially to the pulling power 
of a window. 
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FOR FOOTWEAR 
AND ITS DISPLAY 
ATTRACTIVE 


FIXTURES 
PAY 

















SHOWING 9800 LINE PLATEAU AND SHOE STAND. a R = S$ = N T S 
A FIXTURE IN MAPLE AND WALNUT WOOD 
COMBINATION— WHICH HAS ATTRACTIVE C U STOM- B U | LT 
APPEARANCE, ESPECIALLY FOR SHOES— 


YOU’LL FIND FIXTURES CORRECTLY 
DESIGNED WILL BE SURE TO CREATE S H O E 
FAVORABLE ATTENTION TOWARDS YOUR 
MERCHANDISE AND ITS DISPLAY — GOOD 
FIXTURES ARE PRODUCERS 
OF PROFITABLE BUSINESS. STO RE F RO N TS 
FOR FIXTURE INFORMATION WRITE 


HUGH LYONS & COMPANY, LANSING, MICHIGAN 


1412 BROADWAY, N.Y., 52 CHAUNCY, BOSTON, 217 W. JACKSON BLVD., CHICAGO Your individual design now Cus- 
MEMBER NATIONAL DISPLAY EQUIPMENT ASSOCIATION."’ tom built by Kawneer. Skilled 


store front craftsmen fabricate 
































and assemble the store front 
members into a faithful render- 


‘WAY OUT IN FRONT! ing of your own design. In this 


day of hurried shopping, mod- 


Moderne Onli-Wa Displays 


ern show windows have acceler- 
Distinctive ...a futuristic con- ated buying to a marked degree 
ception made practical by the de- —ample reason why merchants 
mands of TODAY. Onli-Wa - Y 
Maple and Walnut Fixtures for welcome Kawneer Custom built 
Gloves and Hosiery sell these : 
Spring accessories quicker! store fronts as the best means 
of adding new names to their 


customer lists. This Kawneer serv- 


sist] ice is availabl2 to any merchant, 
large or small. Mail the coupon 


<Q Reg. U. S. Pat. Off . 

for complete information. 
No. 16 catalog ¢ VAT ee... 
sent promptly — B : 
upon request. 


THE ONLI-WA FIXTURE CO. --——--—-~~ ~~ ~~ ~~ -----~~-_- 


Manufacturers of The Kawneer Co., 2513 Front St., Niles, Mich. 
St. Paul Ave., Dept. B. S., Dayton, O. BRONZE Send FREE Book, ““Modern Store Fronts for 


Display Center, 1440 Broadway, New York City. STORE FRONTS, Better Display.” 
MEMBERS OF NATIONAL DISPLAY WINDOWS, DOORS 
7 


EQUIPMENT ASSOCIATION Name... ann enn eeeeecnnnccemencnsaennnnntnn 








Subsidiary i 
Berkeley, Calif, Creme 





CONSULT AN ARCHITECT «+ THE SERVICE IS VALUABLE 
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i omen male shoe customer 


is a prospective customer 
for a brush and dauber .. . 





Repco Brushes and Daubers 
are convenient, durable, 
and easy to handle. Mate- 
rials, workmanship, and 
finish are of the finest. 


Feature Repco Brushes 
and Daubers and in- 





crease your profits. 


For Sale by 
Shoe Findings Dealers 











BOSTON, 


United Shoe Machinery Corporation 


MASSACHUSETTS 
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DEAR FRIENDS: 


WHEN YOU ARE IN NEW YORK FOR THE STYLE 


CONFERENCE DO NOT FAIL TO PAY US A VISIT. 


WE WILL SHOW YOU SOME SNAPPY BUCKLES 
AND BOWS... JUST WHAT YOU NEED. DON’T 


FORGET WE CARRY THEM IN STOCK. 


CORDIALLY, 


LOUIS COBLENTZ 





LEON WEIL. Inc. 


402-406 MARBRIDGE BUILDING, NEW YORK 


Factory: 5 Rue des Maronites, Paris, France 
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The TRAVELING 
SHOE SALESMAN 


« < 


HREE THOUSAND shoe _ mer- 

chants will be invited by the Buffalo 
Association of Traveling Shoe Sales- 
men to attend their annual outing, to be 
held Aug. 6 at Bridgeburg, Ontario. 
The Buffalo Shoe Retailers Association 
will hold its outing at the same time 
and place. Secretary Deters, of the 
“Batss,” is now engaged in compiling 
a complete list of shoe manufacturers 
who sells shoes in western New York 
and who have salesmen residing in Buf- 
falo or vicinity. The telephone num- 
bers of the salesmen will be a feature 
of the directory. These will be dis- 
tributed to three thousand of the best 
dealers in Western New York, together 
with an invitation to attend the annual 
outing. Secretary Deters says that 
the Buffalo shoe travelers now have 
more members than at any previous 
time in their history. Mr. Deters 
travels for the Albert H. Weinbrenner 
Co., of Milwaukee. He is a former 
Rochester shoe merchant and was a 
moving spirit in the Rochester Retail 
Shoe Dealers’ Association. 





P. CALVEY of Cleveland re- 
* cently joined the Enna Jettick 
sales force of Dunn & McCarthy, Au- 
burn, N. Y., and will travel northern 
Indiana and northern Illinois. He has 
spent 30 years in the shoe game, 25 
ears in retail. He operated two stores 
in Cleveland, known as The Calvey- 
Emerson Stores. Later he sold his in- 
terest to his partner, then opened a 
shoe department for The B. R. Baker 
Company, Euclid Avenue. He resigned 
this position and accepted a road job 
with Jellerson Rafter, Norway, Me., 
covering Ohio and Michigan. He cov- 
ered Ohio, Michigan, western New 
York, westerr? Pennsylvania and the 
city of Chicago up until last December 
for P. Sullivan, Cincinnati, Ohio, call- 
ing on the large department stores and 
chain buyers. 





THREE-DAY §sales_ conference 
was held April 16, 17 and 18 by 
the Vitality Shoe Company of St. 
Louis. The new fall line was intro- 
duced and sales policies were outlined 
for the coming season. Many new 
styles and lasts have been added to the 
already large array of numbers in the 
line. The conference was in charge of 
Arthur Fletcher, sales manager of the 
company. Three new men have been 
added to thé selling force. 
J. J. Anthony will travel Virginia, 
West Virginia, Kentucky, Delaware 


and eastern Tennessee; J. C. Farrell, 
Mississippi, Louisiana, Arkansas, Ala- 
bama and western Tennessee; A. K 
Umphrey, Washington, Oregon, Mon- 
tana and Idaho. The men left for their 
territories immediately following the 
conference. 


< 


AROLD L. Se 

MILES had 
his three new lines 
spread recently at 
H otel Schroeder, 
Milwaukee, where 
he received buyers 
of children’s shoes 
exhibiting the sam- 
ples of children’s 
footwear made by 
O’Donnell Shoe 
Company, St. Paul. 
These lines in- 
cluded the “Propr- 
Built” special con- 
struction shoes; the “Playfair” line 
and a recently added line of welts at 
popular prices. Harold Miles has been 
covering the Minnesota trade for an- 
other line of northwestern made chil- 
dren’s shoes for fourteen years. His 
new territory for the O’Donnell lines 
will inclvde key accounts in many prin- 
cipal cities from Wisconsin to Penn- 
sylvania to the “Gulf” and west to the 
Missouri River. 





Harold L. Miles 





ACK GILLES, Webster, Mass., is 

now traveling West Virginia for 
Dunn & McCarthy, selling Enna Jellick 
shoes. He has been respectively with 
Alden, Walker & Wilde; Murphy, Gor- 
man & Waterhouse, and its successor, 
Gorman, Tarr & Waterhouse, for the 
last ten years. He has always traveled 
western Pennsylvania and West Vir- 
ginia and the border towns of Ohio. 
He has made his headquarters in or 
around Pittsburgh. He is well known 
to all of the trade in the so-called 
Pittsburgh district and is well liked. 

Mr. Gilles started out selling shoes 
for Thomas H. Logan Company, Hud- 
son, Mass., about 1910. Thereafter he 
was with one of the divisions of the 
United States Shoe Company and 
thereafter with Menihan, Rochester, 
then to the three eastern factories and 
now to Dunn & McCarthy. 





Frank King with LoPresti 


RANK B. KING, well-known 
shoe traveler and chairman 
of the Style Committeee of the 
National Shoe Travelers Associa- 
tion, has severed his connection 
with William Goldstein Shoes, 
Inc., of New York, and is now 
’ associated with C. & A. LoPresti 
New York, whom he will repre- 
sent in a sales capacity. 

Mr. King will continue to cover 
the entire country, as he has done 
during the past seven years in his 
former connection. He will start 
on his first trip with the LoPresti 
line immediately following the 
Joint Styles Conference next week. 
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NEWS 
of the ROAD 


EROLD-BERTSCH SHOE (C0, 
Grand Rapids, Mich., recently ex. 
tended the territory in which their 
“Torson” shoe for men is sold by in- 
creasing their salesforce through the 
addition of M. E. Green of Cleveland 
in Ohio territory whick he has covered 
for Selz, Schwab & Co., for the last 
seventeen years; W. B. Caldwell, of 
Appomattox, Va., in the Virginias; Dis. 
trict of Columbia and Maryland; Ernest 
Hoegner, of Newcastle, Pa., traveling 
western Pennsylvania; W. L. Call: han, 
of Asheville, N. C., now in the Carolinas 
and Tennessee, ard Pat Stevens of 
Sioux Falls, S. D., to represent the 
Grand Rapids company in South Da- 
kota and northern Iowa. Mr. Hocgner 
was formerly connected with the Inter- 
national sales force in New England 
while Messrs. Stevens, Callahan and 
Caldwell come from Selz’ salesforce dis- 
banded when that company recently 
discontinued business. 


LEX COHN, of Waco, Tex., is 

making a tour of Texas. Mr. 
Cohn, now in his ninety-first year, has 
been selling shoes for upward of half a 
century, services nearly four hundred 
accounts, and the Kozy Komfort Shoe 
Mfg. Co., of Milwaukee, reports his 
orders come in as though they were 
executed by a man in his prime. 


EORGE W. METTLER, formerly 

west coast manager for the Crad- 
dock-Terry Co., of Lynchburg, Va., has 
recently severed his connection to be- 
come Oregon and California represen- 
tative for the Florsheim Shoe Co., of 
Chicago. In this position Mr. Mettler 
succeeds the late Carl Row, who died 
early this year. In turn, Mr. Mettler 
is succeeded by his brother, C. J. Met- 
tler, newly appointed to the west coast 
managership of Craddock-Terry, with 
whose merchandise he has been famil- 
iar for twenty-seven years. 











B. BROWN, of Auburn, N. Y., 

* one of the most popular road 
salesmen in New York and Pennsyl- 
vania, who for the past nineteen years 
has sold shoes in those states for Dunn 
& McCarthy, Inc., recently resigned to 
accept a similar position with Crad- 
dock-Terry Co., of Lynchburg, Va. 
“Browney,” as his friends all know him, 
has been to the big Natural Bridge 
factory to get his samples, and he is 
most enthusiastic over his new line. 


ARRY EVANS, who covers the 

west coast for the Field & Flint 
Company, of Brockton, Mass., recently 
has become a partner of Emil Roos «nd, 
with him, has opened an_ exclusive 
men’s shoe store in San Francisco. The 
store will be managed by Mr. Roos 
while Mr. Evans continues on the rvac. 
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“Wrap them up” 
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That’s what you usually hear whenever a pros- 
pective customer sees a pair of the remarkable 
new LUMINTREES—the modern shoe tree. He 
is won by the beautiful, gleaming all aluminum 
surface. He sees how easy LUMINTREES are 
to handle—light as a feather, yet sturdy as 
steel; adjusted for size in a flash. They slip 
into the shoes so easily and yet fill them out 
and hold them in perfect shape. . . . You’ll find 
little, if any, sales talk is required. 


LUMINTREE is:— 


—made in three sizes—fits any shoe 

—made of the finest aluminum 

—featherweight, yet wonderfully sturdy 

—instant, firm adjustment to fit any shoe 
—folding—takes up only a small nook when travelling 
—handy ring permits hanging up shoes 

—turned in under side prevents curling insoles 
—specially designed ventilating slots 

—aluminum surface keeps its permanent beauty 
—snug fitting heel pieces make perfect fit 


—non-absorbent metal 


Why confine your profits to just shoes? Here 
is a field practically unscratched in which you'll 
never be bothered by end sizes and style 
changes—no obsolete stock—dquick turnover 
—nice profits. Let the coupon below bring us 
together to mutual advantage. 
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~ \IN ZS 
\) Ae 
Vv 


ADJUSTABLE 
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Tear your way to extra profits 
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Paul & Beekman Manufacturing Co. 
4250 Wissahickon Avenue, Philadelphia, Pa. 


Send me literature and displays on the new LUMINTREE. 
pairs of the new LUMINTREE 


Shoe Trees ($12 a doz.). 


Street 


BSR-4-26-30 
ewww ee me 











The Policeman 
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[F-NDURANCE 


Policemen walk more and abuse their rub- 
ber heels more in one day than most of us 
do in a week. United “D” and Button Heels 
withstand this rigid test of durability. Manu- 
facturers have adopted these modern, smart 
looking heels as standard equipment, because 
their tight attachment -and flat tread protect 
the style and service that have been built 


into the shoe. 


Look for the 


“—” 


Look for the 


” Buttons” 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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In Stoek 


MENIHAN STYLES FOR SPRING 


In Genuine Reptilians and All the Popular Spring Materials— 
Also Linens (Suitable for Tinting) 


HE MENIHAN COMPANY presents its new and com- 
plete line of the In-Stock Footwear Styles for Spring. 
Genuine reptilians are in profuse variety, as well 
as shoes of contrasting colors in all the favorite 


Menihan’s In-Stock Department, through its size, 
its skill in choosing popular numbers and through 
its prompt service, has come to be one of the largest 
In-Stock Departments of the Shoe Industry. 


trims. 


Special Process 
20/8 Heel 
B-342—Genuine Beige Snake....87.00 
B-494—Genuine Grey Watersnake 7.00 


“SONOMA” 
Special Process 
18/8 High Cuban Heel 
B-453—Genuine Black and White 
Rajah Ring Lizard with Mat Kid 
Quarter $6.25 


Special Process 
20/8 Heel 
B-434—Sand Kid 
B-170—Imported White Crepe 


Silk, suitable for 
color 


tinting any 


B-17 Black Calf (Lt. Wgt.).. 
B-432—wWhite Kid 
B-472—wWhite Linen 


“AMSIE” 


Special Process 
20/8 Heel 
B-454—Gun Metal Calf with 
Genuine Black and White Rajah 
Ring Lizard Trim 8 
B-518—Pirate Blue Kangola. 
Genuine Black and White Lizard 





Terms Net 30 Days 
Twenty-five cents additional 
orders of less than three pairs. 








put you on our mailing list. 





“RAYO” 
Special Process 
16/8 Cuban Heel 
B-48S—White Kid 
B-493—Larkspur Blue Kid 
B-492—Mat Kid 
B-468—White Linen 


Also Nu Mode Process 
B-489—Beige Linen 


“ALAMO” 
Special Process 
20/8 Heel 
B-443—Genuine Black and White 
Rajah Lizard Vamp with Mat 
Kid Quarter 
B-5098—Genuine Sepia Lizard. 
Contrasting Lt. Brown Kid to 
match 


NOTE: You should be receiving our weekly In-Stock Catalog of 
newest and most up-to-date styles. Mail your order today and we'll 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 
Makers of Menihan Arch-Aid Shoes 


New England Office San Francisco Office 

Deaper HoTe. Ptaza Hore. 
NORTHAMPTON, Mass H. 8. KUSHINe 
BLLIOTT LA MONTAGNE 


Pittsburgh Office 
Henry Hore. 
W. A. BARNEY 


New York Office 
846 MARBRIDGE BLDe. 
L MOYLAN 


Chicago Office 
MasBsTic HoTe. 
F. J. SATEK 


Los Angeles Office 
111 East 8TH ST 


Cleveland Office 
THE HOLLENDEN Hore. 
A. F. JENKS 


Detroit Office 
DeTROIT-LELAND HOTEL 


E. VAN DBS GRIFT Cc. G. SELLERS 
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NATIONAL NEWS 


SATURDAY, APRIL 26, 1930 


EVERY WEEK 








Katzenberg Sees 
Revival in Trade 
with New Tariff 


NEw YorK—Adoption of a protective 
tariff on imports of hides, leather, and 
shoes, decided upon by the Senate and 
Hcuse conference committee should be 
instrumental in making for a marked 
revival in the American hide, leather 
and shoe industries, said M. R. Katzen- 
berg, president of the New York Hide 
Exchange. 

“After many years of unrestricted 
imports,” said Mr. Katzenberg, “the 
action of the conference committee in 
adopting a duty of 10 per cent on hides, 
1212 per cent on sole leather, 15 per 
cent on upper leather, and 20 per cent 
on shoes has at last taken these com- 
modities off the free list. This should 
stimulate activity in all branches of 
the American industry tremendously. 
The American trade has suffered ma- 
terially, particularly during the past 
few years, from imports of foreign 
hides, shoes, and leather, which were 
sold in the United States at prices con- 
siderably under the American market 
for such products. 

“It is generally felt in trade circles 
that the duty is a fair one to all in- 
terests and should be an important 
factor in making for a revival in the 
hide, leather, and shoe industries of 
this country.” 


Easter Sales Decline 


New YorkK—Further evidence that 
holiday and seasonal buying is no 
longer of the importance it used to 
be and cannot be counted on to greatly 
increase sales volume, is seen in the 
rather disappointing business enjoyed 
by merchants during the Easter period 
this year. 

Easter Saturday figures were gener- 
ally below those of a year ago, and 
were somewhat disappointing to New 
York retailers, running as much as 20 
per cent behind 1929. While the rainy 
forenoon may have kept out-of-town 
people from the shopping centers to a 
certain extent, merchants expected a 
great deal more business than they got. 
However, checking over the past few 
Seasons, the fact remains that Easter 
business has been leveling out grad- 
ually from the peak sales of previous 
years. 
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House Duties Win in Conference 


Report of Committee Will Provide Rates of 10 Per Cent on 
Hides, 121% to 30 on Leather and 20 on Shoes 


WASHINGTON, D. C.—The report of | 
Conference Committee, which has been | 
at work for some weeks adjusting the 
differences between the House and 
Senate on the Hawley-Smoot tariff 
measure, will provide a 10 per cent 
duty on hides, 12% to 30 per cent on 
leather and 20 per cent on shoes, the 
Committee having reached an agree- 
ment on April 16 which virtually 
accepts the House provisions on these 
items. 

The next step in the long drawn-out | 
controversy over the question of tariff 
duties on hides, leather and shoes wil! 
come with the submission of the report 
of the conference committee to the 
House and Senate for final considera- 
tion and adoption. 








Spring Meeting of Tan- 
ners’ Council 


New York—William T. Foster, 
co-author with Waddill Catchings, 
of “The Road to Plenty” and 
several other books on economics 
carrying a popular appeal, will 
be the guest speaker at the Tan- 
ners’ Council spring meeting, 
which takes place at the Green- 
brier, White Sulphur Springs, 
W. Va., on Thursday, Friday and 
Saturday, May 8, 9 and 10. 

Ample time during the three 
days is being allowed for group 
meetings, committee meetings 
and recreation. Details of these 
meetings will be furnished to all 
members after the meeting of the 
Executive Committee when the 
tentative program will be ap- 





proved. 

The Golf Tournament for the 
President’s Trophy and other con- 
tests will be under the direction 
of the Golf Committee, consisting 
of F. H. Small, chairman, who 
was the winner of the President’s 


| Boots and shoes, 


Saddlery and parts n 


The rates on the hide, leather and 
shoe schedules as agreed upon by the 
House and Senate Conferees, together 
with the original rates provided in the 
House and Senate bills, are as follows. 

Rate 


Sen- 
House, ate, 
Per Per 
Article Cent Cent 
Hides and skins of cattle 
cept India Buffalo or 
hide) ; ’ - 
Leather, from bovine hides 
and skins: 
Sole or 
Welting .. pinta 
Harness or saddlery.... 
Side upper, patent, calf or 
kid. Kectiiits 
Upholstery, collar, 
glove or strap 


(ex- 
raw 


10 


belting 


bag, 


Leather, not bovine, grained 
or embossed ‘ — 
Leather, not bovine, grained 

or embossed for shoe manu- 

facture ° cove 
Veretable tanned goat or sheep 

rough leather including 

India tanned goat or sheep 

skins . — oeeeeekBOr25 2 
Leather of all kinds, grained, 

embossed or decorated, cut 
for manufac- 


suitably shoe 


ture .. 


wholly or in 

chief value of leather 

s.p.f 

Bags, baskets, belts, etc., of 
leather and manufactures of 
leather, rawhide or parch- 
ment cuviee eee 

Bags, baskets, belts, etc., of 
leather and manufactures of 
leather, rawhide or parch- 
ment fitted with traveling, 
bottle and dining 


Moccasins 


sets 


Jack Evans Appointed Manager 


BERKELEY, CAL. (UTPS)—L. B. 
Huston, owner of the shoe department 
in Dunrite’s Shattuck Avenue and 
Bancroft Way, Berkeley, announces the 
appointment of Jack Evans as mana- 





Cup last year, C. Wilson McNeely, 
August H. Vogel, Jr., Frank J. 
Radel and Roland H. Zinn. 











: ger. Mr. Evans comes from Heim’s, 

| on Broadway, Oakland, where he has 

| had nine years’ experience selling Dr. 
Reed’s cushion sole shoe. 














Sally Sweet Suspension Arch Welts 








Are Popular Retailers at $5 and 86 








They look 


DOUBLE 
their price! 

















She ST. REGIS Pump 


14/8 wood covered heel with leather toplift 


No. 869—Black kid 
No. 869-3—Patent leather 
No. 869-4—Brown kid 


IN STOCK—Cincinnati, Ohio 
AAA to D 3to9 


. 


ALFRED J. SWEET Co. . 


AUBURN, ME. CINCINNATI, OHIO Ag 


P. O. Box 37, Station V organ 
ery Ci 


Division of THE UNITED STATES SHOE COMPANY, Cincinnati ome 
tisin 
that 
qualit 
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Exterior of the new Hess Shoe Shoppe recently opened at Charles and 


21st Streets, 


Baltimore 





————— 





New Hess Juvenile Store | 
in Baltimore 


BALTIMORE, Mp. (UTPS)—The Hess 
Shoe Shoppe for Tots and Teens, 
Charles Street and 21st, Baltimore, 
was opened recently with L. M. Gifford 
as manager. His assistants are Misses 
Amelia Schildhauer, Carolyn Holtz, 
Ann Libowitz and Leah Lourman, the 
latter being cashier. Mr. Gifford was 
buyer at Stewart & Company’s for ten 
years. The young women in the new 
store are from the Baltimore street 
store of N. Hess & Sons, under whose 
auspices the new shop is opened. 

The new store is thought to be the 
most complete of its kind in this sec- 
tion. It carries a large line of finest 
quality shoes for children and juve- 
niles, there being available many lines 
for the child like its parents has, includ- 
ing mules, riding boots, etc., also hos- 
iery. The store has large window space 
facing on both Charles street and 21st 
street, with the entrance at the corner. 

As one enters there is a display case 
at the left and next to it a veritable 
“fountain of youth,” with gnomes at 
intervals on its rocky slopes. Then 
comes the shoe fitting part of the shop, 
beautifully fitted up. 


Features Winslow “Ten 
Footer” 


Boston—Associated with the early 
history of the shoe industry in Massa- 
chusetts were the “ten footers,” as the 
small, frame shoemaking shops, many 
of them hardly more than ten feet 
square, were commonly known. One of 
these miniature factories was operated 
by Freeman Winslow, father of the 
late Sidney W. Winslow, one of the 
organizers of the United Shoe Machin- 
ery Corporation, and an illustration of 
itis being featured by the A. C. Law- 
rence Leather Co. in its current adver- 
tising to emphasize the important role 
that shoemaking plays in production of 
quality footwear. 
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Conference Planned to 
Discuss Foreign Trade 


Boston, Mass.—An all-New England 
Foreign Trade Conference is to be held 
in Boston, May 14, under the auspices 
of the New England Council and witk 
the active cooperation of the Boston 
Chamber of Commerce, the New En- 
gland Shoe and Leather Association 
and a number of other leading trade 
organizations. The conference will take 
place in the Hotel Statler and will have 
a program of great interest and value 
to all New England manufacturers in- 
terested in export trade. 

The meeting will admirably supple- 
ment several recent events, including 
the notable address on New England’s 
opportunities by Dr. Julius Klein, as- 
sistant secretary of commerce, at the 
Boston Chamber of Commerce Lunch- 
eon several weeks ago; the issuance of 


the official survey, “Industrial Struc-° 


ture of New England,” by the Depart- 
ment of Commerce, and the visit to this 
section of Arthur B. Butman, chief of 
the Shoe and Leather Manufacturers 
Division of the Department of Com- 
merce. Details of the program will be 
made public later. 


Beige and Other Colors 
Gain in Iowa 


DeEs MoInEs, Iowa (UTPS)—Colored 
shoes are showing a surprising amount 
of strength in the experience of V. E. 
Meline, manager of the recently con- 
solidated Heggen-Crandall Boot Shop 
in Des Moines. During the past week 
beige and sand have proved to be the 
leading shades demanded, and alligator 
trim combined with these is also run- 
ning strong. 

While black kid has been a leader, it 
is now falling off to some extent. A 
sprinkling of blue is still in vogue. 
Lavender and green have exhibited 
some popularity during the past few 
weeks. White shoes are shown some 
interest, by inquiries at present, rather 
than by extensive purchases. 
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SATONAL 
NAIKING Boot 





a] 




















TRADE MARK S———— 


REG. U.S. PAT. OFF. 





different sizes 
of Sport or Camp 
Boots in stock today 


ee 


CAMEL 
LOG- 
CABIN 


COFFEE 
BLACK 
ELK 


14 inch 
$5.70 


Style 312 


Suitable for Members of the Girl Scouts 
and Camp Fire Girls Organizations 
Genuine Goodyear Welt 
WONDERFUL FITTERS— 
FLEXIBLE OAK SOLES— 
STEEL ARCH 


Sizes Carried in Stock, 5-8 AA, 5-8 A, 
4-8 B, 2%2-8 C and D—AII Styles 


Terms—5% 10 days—net 30. 
West of the Rocky and East of the Alle- 
gheny Mountains, 5% 20 days—net 40. 


Write for Catalog 
5 STYLES IN STOCK 
"THE JUVENILE SHOE CORPORATION 
OF AMERICA 


Aurora Missouri 











A Wise Man Wrote: “He Who Fights and Runs Away Will Live to Fight Another Day” 





And We Insist That He Who Sells 


ELAMWAY 


(Cement Attached Soles) 


FOOTWEAR 


and Sticks to Them Will Live to Make Bigger Sales and Profits 


. k- only shoe for children that wears until the Sole wears out and not wears off. Soles 

of Elamway Shoes can’t come off. They are attached in the fast growing popular way 
by the best shoe cement obtainable. Soles in Elamways cannot wear off because there are 
no Tacks, no Nails, no Stitches as in other children’s shoes to hold the soles on—for a time. 


Feet of little tots are tuff on soles—a hundred steps or more 
to your one. You know that! 


GIVE THEM A TRY-OUT AND BE CONVINCED! 


Handsome and nicely finished long-wear shoes. Extremely 


Flexible. 
Prices no higher than for old types. 


R-3836—Tan Elk vamp and aqrtr.; lite ASK YOUR WHOLESALER—we don’t sell to retailers direct. 
Smoke Elk trim; heel, 5-8; 8%-I}1. B ‘ 
Elamway, the “approved way.” est Jobbers recommend them highly. 


Order Today! IN STOCK at All Leading Wholesalers. 


If your jobber has an alibi, drop a line to us; or send a trial order and we'll see 
that it’s filled—at once! 


“Once Upon a Time”’ ELAMWAY Popular Elamway 


Qme() 


Trade Mark 


Sizes In Stock 
Infant’s.. . 2-5 
Child’s... . 5-8 
Big Child’s 8%-11 
they HAD to turn all shoes—or at Best Jobbers fastens soles on ONLY with Best 


fasten soles on with Tacks, Nails, Cement known to the shoe craft. 
Staples or Thread. No Tacks, Nails or Thread. 


F. S. ELAM SHOE CO., Ine. 


Factory A: Manufacturers Factory B: 


F. S. Elam, Mgr. Rochester, N. Y. Byron M. Elam, Mer. 
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Retail Sales Increase in St. 
Louis 


Sr. Louris—April started with a good 
yolume being scored for the first three 
weeks and a further upswing in busi- 
ness is expected. Merchants mention 
only in whispers the volume consum- 
mated during March. All advise group- 
ing March and April business and 
averaging the two months as the only 
fair comparison to make when com- 
paring figures with a year ago. 

One of the keenest executives in the 
retail shoe business made the statement 
that if both months result in being 
only 10 per cent behind the two months 
of 1929, he would consider it a healthy 
volume. Some really sizable gains have 
been reported for April by outstanding 
merchants. 

The first two Saturdays of April 
were outstanding days. Some stores 
reported these as the best in nearly a 
year. Warm weather has helped. The 
temperature went to 90 on two days 
during the past week. This has had 
a tendency to increase retail trade. 
One of the largest operators of a group 
of stores reported black slipping and 
an improvement in colors. Beige, he 
stated, was showing increased ac- 
tivity throughout his group of stores, 
so much so that it was cutting in on 
blacks. 

Some white footwear has been sell- 
ing in the stores. Most operators have 
their stocks of white on the floor, but 
no effort is being made to stimulate 
this type of buying. Other spring 
shoes must be disposed of, and this 
problem for the moment is requiring 
all of the sales ingenuity possible to 
turn this merchandise. 

The upward swing which got into 
full swing during the past ten days 
is expected to continue right through 
the season, at least up to the dull days 
of August. 


Builds Factory Addition 


THIENSVILLE, Wis.—President A. P. 
Gilbert of The Gilbert Shoe Co., 
Thiensville, Wis., says that completion 
of the new two-story addition to the 
company’s factory now in course of 
erection will add 800 pairs to the daily 
capacity of the plant. This is the 
third addition to the main factory in 
three years and it was made necessary 
by the steady increase in business, par- 
ticularly on the “Kali-Sten-Iks” line. 
Mr. Gilbert says that the factory has 
been obliged to work overtime in the 
a six months in order to fill the 
orders. 


Talking Leather in Stores 


New YorkK—Additional educational 
meetings under the joint auspices of 
American Leather Producers, Inc., and 
Tanners Council of America have been 
arranged for the salespeople of Abra- 
ham and Straus, Brooklyn department 
store, and Regal Shoe Company. The 
Abraham and Straus meeting will be 
held on Friday evening, May 2, at 6 
p.m. The Regal meetings will be for 
the personnel of the 34 New York 
stores and will be held at the 1401 
Broadway store Monday and Tuesday 
evenings, May 5 and 6, at 8 p. m. 


Boot AND SHOP RECORDER 


combining TH# SHoms RETAILER, April 26, 1930 








Perforations and Pinking 











Broguish patterns, bravely trimmed 

with pinking and perforations and 

carrying wide extension soles as 

shown above, will be in the fall style 
picture for men 








Style Trends in Miami 


Miami, Fuia. (UTPS)—Linen, nov- 
elty cloth and buck are among the lead- 
ers in footwear here, according to 
Burdine’s, Miami, a department store 
which caters to perhaps the smartest 
dressed group of women in the United 
States, those who come to Miami for 
the winter season and demand the 
superlative in style. 

Burdine’s operates four shops, two in 
Miami, one in the Roney Plaza Hotel 
at Miami Beach and a fourth at Palm 
Beach. After checking up on the smart 
shoes of the southern day they found 
that preference is being shown to shoes 
of linen, novelty cloth and buck. 

Linen is severely tailored or almost 
unbelievably dressy; novelty cloth is 
responsible for some of the most origi- 
nal resort shoes ever shown. And buck 
is now, as ever, the sportswoman’s 
choice. In styles the regent pump is 
good; so is the jaunty 3-eyelet tie pump 
and the open shank one-strap. A 
smart resort sandal is in braided 
patent, in colors or in all white. Em- 
broidered stitchery on shoe and bag 
ensembles is smart and popular. Shoes 
sell for $17.50 and bag for $10. 

In colors we find ruby sun, green, 
blue or beige combined with linen or 
kid. Rose and mais-sun are also seen 
in the more expensive models. 


Better Grades Best Sellers in 
Louisville 


LouISVILLE (UTPS)—Shoe_ mer- 
chants report business conditions as 
improved but still somewhat below the 
sales of last year. However, most re- 
tailers are optimistic of a good summer 
business, the weather having been a 
factor in delaying spring buying in this 
part of the country. The better grades 
of shoes seem to be “best sellers” at 
present. 

The popularity of black kid still per- 
sists. Blue is also smart for spring 
wear and there is a tendency toward 
parchment and other light shades. 
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; Ye -A: Cc 
Wear Straight 
Shoes 


Construction 
to Men 


Let women buy style—but men 
want to know about a shoe’s con- 
struction and few shoe men can 
tell a real construction story... . 
With these shoes you can show by 
a demonstrator shoe the superior 
construction and the scientific arch 
support features. . . . You have 
construction points to sell offered 
by no other shoe. 


Patents 
Pending 


Copy- 
righted 


The Longitudinal Arch 


(A) A thick insole with wedged heel seat 
supporting the oscalsis bone and center gravity 
of the body weight. 

(B) A _ special, wide, strong, guaranteed 
Arch Support shank, wedge shape at heel, 
supports the inner and outer Longitudinal Arch. 


ORTHOPEDIC 
LAST IN 
BLUCHER 


070 Black Ruby Kid, Kang. Tips 

$070 Same as above with Arch Support 
Insole 4 

075 Benz Tan Kid 

090 Black 


095 Tan Mellow Calf 





TERMS: 2% 20 Days—30 Days Net 











MUSEBECK 
SHOE COMPANY 


DANVILLE, ILLINOIS 


























IN STOCK \ wets / IN STOCK » 





A new program of Welt shoes 
to retail at popular prices! 


An Air Mail Shoe Company 
IN STOCK feature! 


The DOMINO Tie 
Built over 415 last with 14/8 leather heel 


No. 10—Black kid with black lizard underlay 
No. 11—Brown kid with brown lizard underlay.......... 14251 

















The WHIZ Strap 


Built over 202 last with 15/8 wood covered Cuban heel 


No. 35—Black satin kid with black Calcutta lizard strap..14251 
No. 36—Brown kid with brown Calcutta lizard strap....14251 
No. 37—Patent with black Calcutta lizard strap 

















The RHENA Tie 
Built over 220 last with 14/8 wood covered Cuban heel 
No. 12—Black kid with black lizard underlay 
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Built « 


392 Lido 


Boor . 
combin 


IN STOCK 


I's To 9's 


AAAA’S TO C's 





——= 





Write for a complete catalogue 


> 
@ Notable Product and dewice of 
Tht United tates Sh Company 


IN STOCK 


AAAA’S TO C’s 


1's TO 9’s 








Write for a complete catalogue 


Popular sellers stocked in the want- 
ed leathers including LIDO SAND! 


The GLORIA 

Built over 73 last with 13/8 heel 
373 Lido sand kid with Java 

rown i 
374 White 

rd Stra 

375 Dull Black Kid with Pat- 

ent Strap 1 


et 
The HOLLYWOOD Tie 
Built over 75 last with 13/8 heel 
387 Lido sand kid with Java 
14 


386 J Brown kid with Lido 
Sand kid tr 14. 

388 Dull Black kid with light 
grey kid 

389 Patent with Lido 


The ORLANDO oll 
Built over 150 last with 17/8 heel 


352 Beige clair water snake 
with Lido sand kid trim..14651 


The RICO 
Built over 151 last with 16/8 
uban Hee 
392 Lido sand calf with mode 
beige kid trim 
393 White = with Lido _ 


kid 

213 Bl K id with black caié 
tir foxing an ee 
black and white Python 
trap and collar 


The PLAZA Gore Pump 
Built over 150 last with 17/8 heel 


323 Lido sand kid with har- 
monizing colorful trim....14651 


322 Patent with harmonizing, 
colorful trim 


334 White kid with harmoniz- 
ing colorful trim 1 


335 Black kid with harmon- 


izing colorful trim 


aal¥) 


.C 
The VIOLET Center Buckle 
Built over 150 last with 17/8 heel 


850 Lido sand_ kid, 
beige trim 
836 Patent, black calf 
lack lizard trim 
839 Java brown kid, 
sand kid trim 
848 Dull black kid, black liz- 
ard trim 14 
851 White kid, 
kid trim 
867 White satin, silver 
trim 
353 Beige clair water snake....14651 


The DIANA Center Buckle 
Built over 155 last with 15/8 
Cuban heel 


202 Mode beige kid with Java 


brown strap and 


200 Dull black kid with pat 
ent strap and black kid 


201 Patent with black kid 
strap and Hematite trim..14651 


The ESTHER 
Built over 72 last with 21/8 heel 
380 Lido sand kid, maovmenetst” 


376 Patent leather with Black 
Lizard Strap 1400 


77 Dull Black Kid with 
Black Lizard Strap 


378 Nautical Blue Kid, Blue 
Lizard Strap 1 


379 White Kid with White 
14001 


Lizard Strap 


_s CU ite 2 Phone & 
The Qin Mail Shoe Company 


Cincinnati, Ohio 


The PENROSE Center Buckle 
Built over 150 last with 17/8 heel 
889 Lido sand kid....................14651 
888 Suntan kid 14651 
890 Madrid Brown * 

891 Dull black kid 
892 White kid ~_ 
899 Nautical Blue kid............ 14651 


\ ‘a 
\ ques 
The RAINBOW PUMP 


Built over 162 last with 19/8 heel 


310 Lido sand kid..... ... 14001 
732 Patent leather  ....ccccc.ccceed 3751 
733 Black s sseeeel 3751 
735 Brown kid java. : --. 14001 
757 Dull black kid.... 14001 
824 White crepe = 

309 White kid 


— 


The DIXIE Sandal 
Built over 73 last with 13/8 heel 

886 Lido sand kid 
884 Patent with black 

trim eee 
885 White kid 
887 Rivicra Blue 

lizard trim 


The CAMPUS Tie 
Built over 151 last with 16/8 Cuban 
Octagon Heel 
385 Lido sand _ calf 
brown kid trim 
391 White kid with Lido sand 
kid trim 


LT Le a aE NRE epee 
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WHERE TO BUY 
Men’s Shoes 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 























“HIGHE 


Tv WEYMOUTH. MASS. U. ° 


Qyy” 








The 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Dresul 














PIAAOE mann ME O+S7ERED 


dither E x “4 
BION F-REYNOLDS CO™- BROCKTON MASS 











Fall Styles in Heavyweights 











A giant pachyderm submits gra- 

ciously while a circus attendant puts 

on his winter galoshes in Horley, 
Sussex, England 








Washington Shoe 
Merchants Stage 
Fashion Show 


WASHINGTON, D. C.—A novel shoe 
fashion exposition was held on the eve- 
ning of April 10 in the ballroom of 
the Harrington Hotel, under the aus- 
pices of the Washington Shoe Retail- 
ers’ Association. 

Seventy-five members of the associ- 
ation, representing all the prominent 
local shoe and department stores, were 
present. The purpose of the exposition 
was to keep all Washington shoe deal- 
ers in direct touch with the important 
fashion centers, so that their shoe 
styles for the coming spring and sum- 
mer seasons shall be authentic. Each 
dealer displayed his advance models 
in a separate artistically decorated 
booth, and each gave his opinion of the 
correct fashions that will be worn. 

Miss Hilda Rau, nationally promi- 
nent stylist and representative of Rob- 
ert H. Foerderer, Inc., discussed 
women’s dress and shoe fashions for 
the coming season. She said in part: 

“The present women’s dress fashions 
stress the new note of feminity in line 
and texture. As dresses are decidedly 
longer and the line of the stockings 
shorter, the shoe has become more 
prominent. 

“The important new fashion note in 
shoes will be their simpler and more 
feminine outline, and principally the 
new mode of contrasting the color of 
the shoe with that of the costume. The 
shoe must now form a definite base 
to the entire ensemble. 

“The lighter beiges and eggshell will 
be the most favorite shoe colors, to 
contrast with the popular fancy print 
dresses. Black shoes will be important, 
but will be accented with lighter trim- 
mings. Blue and green, principally in 
lighter shades, will also be in active 
demand. 
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“For later summer wear white and 
natural linen shoes will be correct for 
afternoon wear, and white shoes trim- 
med with tan for sports wear. 

“Men will wear tan shoes with their 
blue suits and black with gray mix. 
tures. Two-tone shoes will be much in 
vogue for sports and vacation activi- 
ties.’ 

The officers of the association are: 
Edwin Hahn, president; Herbert J, 
Rich, vice-president; Phillip Stack, sec. 
retary, and I. B. Nordlinger, treasurer. 


Pre-Easter Trade 
Good in Cincinnati 


CINCINNATI, OHI0O—General business 
conditions are gradually improving as 
the employment situation adjusts itself, 
Things looked rather gloomy a month 
ago but now the outlook for spring and 
summer is bright. ‘The best business 
week of the year was that preceding 
Palm Sunday and when figures for 
Easter week become available they are 
sure to show that sales for that week 
ran higher still. 

Merchants are very enthusiastic over 
the prospects for a big business this 
spring and it appears that black is 
going to be the most wanted color. 
This has been fairly good for the past 
two months and as the season ages the 
demand increases. Most retail mer- 
chants laid in a pretty good stock of 
black patent and kid early in the year 
and have been well able to take care of 
the big demand. Many have been 
forced to reorder and it was necessary 
that some shipments be delivered in 
time for Easter. 

The demand for green, notably the 
lighter shades, is even greater than 
merchants anticipated, while the de- 
mand for red is less, and blues have 
just about quit selling, except in one 
or two of the medium shades. A great 
deal of white kid and linen was sold 
for Easter wear. 

Snake continues in big demand and 
a pretty good volume of the different 
fabrics is beginning to move. (ne 
retailer thinks that the laced fabric one- 
straps will be the big spring seller of 
the season. 

Pumps predominate and a _ great 
meny punched oxfords are moving. 


Portland, Oregon, Store Plans 
Big Expansion 


PoRTLAND, Ore. (UTPS)—Armi- 
shaw’s Shoe Store, designers and im- 
porters of high-class footwear, an- 
nounce plans for expansion that is ex- 
pected to put this pioneer firm into 
coastwise and, eventually nationwide, 
distribution, as well as provide a much 
larger retail store in Portland. 

The company has leased for a 10- 
year period at an aggregate rental of 
$200,000 new quarters in the Park 
Building at Park and Alder Strects, 
and will occupy some 14,000 square feet 
of space and fit up one of the finest 
shoe stores in the nation. 

Sam Armishaw, who heads _ this 
growing shoe concern, also announces 
that a chain of similar stores will 
shortly be established in the key cities 
along the Pacific Coast. It is planned 
to train managers for these stores from 
among the present employees. 

The company’s merchandise is man- 
ufactured according to specifications 
furnished by them. 
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[HG LUMBARD SHOE CO. AUBURN MAINE | 


Manufactured under Pat. Ap- 
plied for Serial No. 366, 639 


To retail for $3.00 to $6.00 on 
¢ NOTHING TAKES 
. 4 THE PLACE OF 


TURNS | 


THAT HOLD THEIR 
SHAPE 


Ruby Kid is one of our standards. 
> 


Immediate Instock service in all parts of the United States. 
See list of distributors February 15th issue, Page 80. 
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H. G. LUMBARD SHOE CQO. 


Boston Office W. O. STEVENS 
AUBURN, MAINE J. D. LUNN 


54 Lincoln St. MANUFACTURERS OF TURN SHOES THAT HOLD THEIR SHAPE 
* s 
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WHERE TO BUY 
Men’s Shoes 


~a te eet rere 





“A MAN'S DECISION” 
THE 


Besten—183 Eseex Street Brock 
N. Y.—915-917 Marbridge Bldg. Mase. 











WHERE TO BUY 


W omen’s Shoes 





CUSHION SHOES 


Rm WO 
THE JOHN La SHOE CO., INC 
IN Buffalo, N. Y. STOCK 








Ultra-Smart Sandals 
color — 


33 West 27th St. 
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WHERE TO BUY 
Shoe Forms 


——~w oer me ee ee 





TRANSPARENT OR WHITE FAIRY 
HOE FORMS 
Light,. Inexpensive and 
Practically Invisible 


Linings and case num- 

\ bers easily seen when 
transparent form is in 
shoes. Write 


THE SHOE FORM CO., Auburn, N. Y. 











WHERE TO BUY 


Sport Footwear 


BASS MOCCASINS 








For Style and Service 











Autumn and winter will see a de- 
mand for sturdy types of men’s 
shoes. Styles like the illustration 
above are being shown in a num- 
ber of representative men’s lines. 
Double deck welting, cut and 
molded to produce the knobby ef- 
fect shown in the illustration, 
adds a swagger touch that ap- 
peals especially to young men. 
Full brogued shoes like this are 
featured in dark brown and black 
leathers 








Snakeskins Gain Favor in 


Western New York 


RocHESTER, N. Y. (UTPS)—Snake- 
skins stepped suddenly to the fore in 
women’s demand here and in surround- 
ing towns last week, while greens, 
which held the limelight for a number 
of weeks, dropped into the background. 
Blues, which stood second to greens in 
demand, held their own. 

Opera pumps and other low cut shoes 
are going well in women’s trade here, 
although strap shoes are by no means 
out of it. Narrow toes are leading, 
chiefly because of the longer dresses. 
They took hold suddenly a short while 
ago. 

Early sales in sports shoes, both 
men’s and women’s, indicate a flourish- 
ing season, retailers reported. 

The general business pickup noted 
elsewhere has been evident here. The 
last two Saturdays have been above 
average for those of the last three 
months. Retailers’ opinions are that 
the pickup is general and not spas- 
modic. 
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Has New Men’ 


Shoe Store 


LOUISVILLE, Ky. (UTPS)—The Pal. 
mer Shoe Company has opened a new 
shoe store at 314 South Fourth Avenue, 
Louisville. Frank B. Wiggs is presi- 
dent and the company features the 
“Friendly Five” shoes for men, manu. 
factured by the Jarman Shoe Con. 
pany of Nashville. 

In keeping with modern ideas, the 
store is furnished to create the effect 
of a clubroom rather then a shop, 
With rich walnut woodwork and fit. 
tings, lounging chairs and ash trays 
arranged in one corner, it provides a 
restful atmosphere for the tired best 
ness man while buying shoes. It has 
the added advantage of two show win. 
dows, one opening on the lobby of the 
Marion Taylor Office Building. 

A feature of the formal opening was 
the visit of the “aero car” of the Jar. 
man Shoe Company which is touring 
the country visiting all dealers who 
carry Friendly Five Shoes. The car is 
a unique combination of touring and 
business car with all the conveniences 
of transportation, room for a complete 
line of samples and facilities for broad- 
casting radio announcements. 

The new firm is an independent cor. 
poration. 


Louisville 


Spring Season Well Advanced 
in Oklahoma 


Tusa, OKLA. (UTPS)—The spring 
season in Tulsa is well opened, with 
linens and pastel kids becoming more 
popular from day to day. Reptile shoes 
in colors are very popular, too. The 
sales of black shoes are not large, but 
are larger than at a corresponding sea- 
son last year. These black models that 
are selling are in reptile, kid and 
patent, but mostly reptile and kid. 


H. O. Degner Heads Helmholz 
Shoe Mfg. Co. 


CupAHY, Wis.—W. R. Helmholz, 
founder of the Helmholz Shoe Mfg. Co., 
makers of children’s shoes, has sold the 
controlling interest in the company to 
H. O. Degner, who has been assocated 
with Mr. Helmholz for some time past. 
At a recent meeting of stockholders Mr. 
Degner was made president and Mr. 
Helmholz, vice-president. The latter 
will make his home on the Pacific Coast 
and look after the company’s interests 
on the western slope. 

William Donovan for many years in 
charge of the company’s distribution 
continues as sales manager. President- 
elect Degner is well known to all fami- 
liar with the Milwaukee section. He 
spent several years with Nunn, Bush 
& Weldon Shoe Co. and prior to join- 
ing the “Helmholz” forces several years 
ago had charge of distribution for the 
James Shoe Mfg. Co 


Adds to Slipper Line 


CINCINNATI—The Big K Company, 
Cincinnati, recently broadened their 
line of comfort slippers by adding a 
line of house slippers made by a 
cemented process. They have also 
added a line of comfort shoes for 





women. 
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You can make real cash 
profits by taking advantage 
of this advertising 
on Dr. Scholl’s Methods 
of Foot Relief 


There is no substitute for Service in the shoe 
business today. It is the very foundation of 
success—the one sure way to build a bigger 
and better trade. 

There is no “secret” about it. Give the foot 
needs of your patrons closer, more careful at- 
tention. Capitalize on our advertising running 
every month in THE SATURDAY EVENING Posr, 
which is making thousands of people in your 
town and vicinity foot conscious, by display- 
ing Dr.Scholl’s Arch Supports and other Aids 
for the Feet in your windows, and showing your 
customers how you can give them foot comfort. 

The result will be a larger unit sale of these 
profitable items and shoes—at a larger profit 
to you, and better satisfaction to your trade. 
Also the ideal weapon with which to meet 
and conquer competition. 


THE ScHOLL Mere. Co., Inc. 
Largest Makers of Foot Appliances in the World 
213 W. Schiller Street, Chicago 


62 W. 14th St., New York 112 Adelaide St., E., Toronto 
190£ John St., London, E. C. 1 








THE SATURDAY EVENING POST 


Ends Foot Aches 
and Pains 


A new scientific Appliance 
that gives immediate, 
permanent relief. 


So light and thin, 


iu is worn in any 
shoe like an IN 
SOLE! 


a 





iw you cannot really enjoy life the shape of your arches, and being 
and work as efficiently as you adjustable, can be raised as the 
should, because of foot aches and condition of your feet improves. 
pains, you are undoubtedly suffer- This insures ‘complete and final 
ing from an arch condition. correction in a short time. after 
which it is no longer necessary to 


Seven in ten persons have weak 
wear the supports. 


or broken down arches and foot 
strain. It affects men, women and 


7 No such results are possible in 
children. 


any so-called “arch support” shoes. 
The symptoms are tired, aching because they lack this vital feature 

feet, rheumatic-like foot and leg of adjustment, without which it is 
ains, weak or swollen ankles, impossible to correct weak or fallen 

cramped toes, painful callouses and arches. 

sore edb. 


These foot troub- 
les are caused by a 
weakening of the 
muscles and liga- 
ments whick sup- 
port the bones in 
the feet. Whenthey Se en er state cen 
sag and press on 
the nerves, every step you take Nearly all leading Shoe and Dept 
hurts. ‘ stores feature Dr. Scholl's Foot Comfort 

' . . . Service and employ an Expert who will 
Dr. Wm. M. Scholl, internation- make a complete analysis of your feet 
ally famous foot authority, has without charge. These stores scientifically 

fected a new type of Appliance ae Dr. Scholl's New Improved Arch 
“ these foot conditions that re- 5¥PPorts and other Foot Appliances 
lieve and correct them with a 
— and certainty never be- 
c 


For all other foot troubles there is a spe- 
cific Dr. Scholl Appliance or Remedy— 
40 in all—each one guaranteed to relieve 

ore known. and permanently correct the ailment for 

These new Arch Supports differ need 8 it is designed. All are made under 
cadicelly from any other. They are Medical and Orthopedic supervision. 

J Ps ? re 7 Sold at Shoe, Drug and Dept. stores. 
extremely thin and flexible, and fit 
in any shoe like an insole. Write for free bookies 
Write for free copy of Dr. Scholl's booklet, soutin 
Dr. Scholl's New Improved Arch the symptoms of all foot ailments and the 


; hedans ‘Address, The Scholl Mfg 
Supports are actually molded to Con Chicago. t, ete ress, “ 


Dr Scholls 


Foot Comfort Appliances and Remedies 





We have aremarkable Educational and Sales 
Plan to submit to you. Write to us at once 
for the details. Merchants everyw here who 
have adopted it speak of it in glowing terms. 


DO IT NOW! 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 
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PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesroom 
40-46 West 25th St., New York City 


High Grade Turn Mules and D/Orsays 








MEN’S FINE 
HAND TURNED 
SLIPPERS 


Manufactured 
by 
W. S. CHASE & SONS 
Haverhill, Mass. 
Room 501, Statler Bldg. 


Prices from 
$2.15 to $3.50 


Boston Office: 











Soft Sole Slippers 
Colors in Stock 
75c. $1.25 $1.85 

Send For 
Samples 


STAR FOOTWEAR MFG. CO. 
Howard & Norris Sts., Philadelphia 

















SON CO., Wakefield, Mass. 


© 





IN-STOCK In Brown-Black and colors. 
MEN’S OPERA Combining style with com- 
SLIPPERS fo Prod by the 


. ju 
manufacturers of 


Samples and peices Puieen Ciao. 
on reques' ationally known 
SWAN SHOE CO., Inc., Baltimore, Md. 
Manufacturers 
New York Office—Room 551, Marbridge Bldg. 





Opens New Store 


SAVANNAH, GA. (UTPS)—Max Cas- 
sel, owner of several shoe stores here 
has opened a new one at 10114 Brough- 
ton St., west, known as Wilson’s Shoe 
Store. Ray Stanley is the manager. 
The store carries a popular priced line 
of women’s and children’s shoes. The 
store occupies the former site of the 
Princess Bootery which recently went 
out of business. 














Sort Sells Sophie Shoes 











Pictorial Press Photos 


Bert Tucker has joined the staff of 

the Ansonia Bootery, patronized by 

Broadway celebrities, and the fa- 

mous vaudeville comedienne wishes 
him luck 


Chiropodist Joins Retail Shoe 
Firm 


ATLANTA, Ga. (UTPS)—The Foot 
Health Shoppe at 110 Peachtree Arcade 
Building, announces the acquisition as 
a member of the firm of W. H. Book- 
hammer, well-known Atlanta chiropo- 
dist. 

Bookhammer has been in At- 
lanta for six years. He received his 
training at Temple University, in Phil- 
adelphia, and is one of the best-known 
chiropodists in the Southeast. He will 
act as chiropodist for the firm and 
consultant in orthopedics and correct 
fitting. The name of the firm will be 
changed to Freeman, Bookhammer & 
Law, retaining the name of the late 
Freeman as well as of DeLacey 

w. 


Sport Shoes Aid Output 


MILWAUKEE, Wis. (UTPS)—Sport 
shoes for men were a risky thing for 
the manufacturer to produce in any 
quantity a few years ago but this year 
it’s the sport shoe that is helping the 
producer keep his plant going, accord- 
ing to Elbert W. Allen, partner in the 
Allen-Spiegel Shoe Manufacturing Co., 
of Belgium, Wis. Mr. Allen states that 
twenty-five per cent of the output of 
his plant is in sport shoes this season. 
With his factory in Belgium, Mr. Allen 
daily commutes to it from Milwaukee, 
where he lives. 


H. J. Geter Made Manager 


GADSDEN, ALA. (UTPS)—H. J. 
Geter is the new manager of the shoe 
department at Herzberg-Loveman’s, op- 
erated by the Louis Soks Shoe Com- 
pany. He succeeds T. L. Gordon, who 
has been transferred to Drennen’s, at 
Birmingham. 


104 


New Distribution Plan 
Announced by Grossman 


NEW YoRK—What promises to be an 
important move in the retail trade js 
forecast by an announcement given out 
by Julius Grossman, Inc., stating their 
intention of opening a group of shoe 
stores in the New York metropolitan 
area and entering into a development 
plan of merchant distribution through. 
out the country. 

For 30 years the Grossman factory, 
located at 372-380 DeKalb Avenue. 
Brooklyn, has been making shoes for 
the Coward shoe stores particularly, 
They have sold shoes to several other 
prominent retailers as well, but are best 
known for their Coward connections. 

Their decision to sell direct to the 
consumer under their own name /fol- 
lows the sale of the Coward business 
to Lane Bryant, Inc., as given out last 
week, and is explained in the publishing 
of the following letter written under 
date of April 12, to Henry J. Gaede, 
executor of the Coward estate, signed 
by Frank Grossman, vice-president of 
the Grossman concern: 

“You, no doubt, must know that for 
many years it has been our desire to 
sell our shoes directly to the public 
under our own name, and the only rea- 
son that we did not do so heretofore 
was our great affection for the various 
members of the Coward family, who, 
during the last three generations, have 
been the owners of the Coward busi- 
ness; but since the business, as you 
inform us, has passed out of the Cow- 
ard family, we desire to go directly 
to the public with our shoes.” 

Julius Grossman, Inc., have been di- 
rectly identified with the retail busi- 
ness for some years through their Pede- 
mode stores in New York and Chicago. 
At present their only New York shop 
is located at 660 Fifth Avenue, near 
52nd Street. 

No name has as yet been decided on 
for the new enterprise, although it is 
probable that the retail stores will go 
under the title of “Grossman Shoes.” 
It is planned to open a large retail 
establishment in the metropolitan cen- 
ter at once and have it ready by May 1. 
Locations in Brooklyn, the Bronx and 
New York City are already under con- 
sideration, and at least three or four 
new shops will be opened before the 
end of the year in the metropolitan 
area. 

Plans are being developed for the 
distribution of valuable franchises to 
merchants in all large cities. 





New Company Will 
Locate in Newburyport 


MAss.—Joseph_ UH. 
Goldberg of Lynn, president of the 
Bond Shoe Company, has purchased the 
Harry M. Husk Company of this city. 
The Lynn company will begin opera- 


NEWBURYPORT, 


tions here May 1. Papers of incorpo- 
ration have been filed and the concern 
will be known as the John H. Goldberg 
Co., Inc. The Goldberg factory in 
Lynn employed 700 and did an annua! 
business of about $4,000,000. The loca! 
plant will not allow that capacity, but 
it is the company’s plan to employ 50). 
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WHERE TO BUY 
Children’s Slippers 


eer erm ee eer | 





Approved by Medical Men 


As a fully ventilated 

shoe the Burkley Ven- 5 

tilated Foot Developer 

is unexcelled Well 
own surgeons recoin- 

mend its use 


Burkley Shoe Co. 
1156 No. Main St. 
Brockton, Mass. 













IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New York 
328 W. Jackson Blvd. 
Chicago 
1307 Washington Ave. 

Louis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 

















“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 


MANY STYLES IN STOCK 
CREATED ONLY BY 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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‘IN STOCK’, 


Style 7912—Men’s 
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To Open New Store in 
Red Bank, N. J. 


Rep BANK, N. J. 
—Harold &. 
Schwartz, operat- 
ing two stores in 
Asbury Park, 
N. J., and Louis 
Schwartz, operat- 
ing a_ store in 
Brooklyn, are open- 
ing an_ exclusive 
Queen Quality 
store in Red Bank. 
They plan to have 
a very attractive 
store of the salon 
type. Both of the 
proprietors are well known in the shoe 
trade in this locality and their new 
store will be a distinct addition to the 
retail business section here. 





Harold S. Schwartz 





Business Maintains Pace of 
Last Month in St. Louis 


St. Louts—The Eighth District Fed- 
eral Reserve report on general business 
for this territory, just released, reveals 
that, taken as a whole, business in this 
district during the past thirty days 
about maintained the rate of similar 
period just preceding. The report con- 
tinues: 

“Spotted conditions obtained, how- 
ever, and aggregate volume of produc- 
tion and distribution of commodities 
continued considerably below the vol- 
ume corresponding time a year and two 
years earlier. In practically all lines 
purchasing is on an extremely conser- 
vative basis and confined principally to 
immediate requirements. There is a 
general disposition on the part of mer- 
chants and the public to postpone com- 
mitments as long as possible. This is 
true particularly in rural areas where 
recent sharp decline in prices of wheat, 
corn, cotton and other important farm 
products served to curtail uncertainty 
relative to planting programs for 
spring crops.” 

That secticn of the report devoted 
to footwear is as follows: 

“February sales of the five reporting 
interests were 9.0 per cent smaller than 
in January and 6.9 per cent smaller 
than February, 1929, total. Stocks on 
March 1 were 3.8 per cent and’7.8 per 
cent larger, respectively, than thirty 
days and a year earlier. Since March 
there has been some improvement in 
ordering for immediate delivery, but 
future business shows little, if any, 
betterment and the volume is measur- 
ably below that at the corresponding 
period a year ago. There was no change 
in prices of finished materials as com- 
pared with the preceding thirty days.” 

Retail trade during March suffered 
a relapse with business reported behind 
the same figures of last year. During 
the first week in April some slight in- 
crease was felt, with Saturday being 
a bright spot. Activity was observed 
in all stores and improvement was 
noted. It will require a good volume 
of sales to bring the figures up to 
within shooting distance of those of 
1929. Merchants feel, however, that 
the next few weeks previous to Easter 
and the period immediately following 
Easter will pick up the lost ground 
experienced so far this season. 
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Turn Production at 
New High in Haverhill 


HAVERHILL, Mass.—The revival of 
turn shoe production in the local shoe 
industry is the outstanding feature of 
an otherwise mediocre season. More 
turn shoes, it is estimated, have been 
produced during the present season 
than have been made in local factories 
in several years. Although less a dozen 
turn plants make up the industry, they 
furnish the backbone of immediate 
production. 

The success of the turn shoe branch 
of the local industry during the current 
season is responsible for wide agitation 
for the establishment of several addi- 
tional turn factories in the local shoe 
district. Two local shoe firms that are 
now engaged exclusively in the produc- 
tion of McKays are preparing to add 
a line of turns, while still another firm 
is considering the manufacture of shoes 
by the Compo process. 

The largest addition to the turn shoe 
industry in immeditae prospect is the 
new plant of Edward M. Rickard, who 
will have as his business associates his 
son, Henry C. Rickard and Everett 
Bradley. This new enterprise will start 
operation early next month in the ©. 
G. Ellis factory, Essex Street. High 
grade turn shoes will be manufactured. 

The Slipper City Shoe Co., Granite 
Street, a long established firm identified 
with the McKay branch of the industry, 
is about to add a line of women’s turns 
with indications that the turn line will 
play an important part in future pro- 
duction. 

The Bowdoin Shoe Co., during the 
current season has more than doubled 
its capacity and is continuing to operate 
at top speed with orders ahead for a 
long period. This company, managed 
by Albert U. Bowdoin, makes popular 
priced turns for the chain store trade. 

The Grenada factory of I. Miller & 
Sons is making 3000 pairs of women’s 
high grade turns daily, ranking as the 
largest producing unit in the entire 
industry. 

The new outlet for popular-priced 
turns to retail at $5 is taken as re- 
sponsible for the new interest locally 
in turn shoe production. 





Opens New York Office 


Boston, Mass.—The Colonial Tan- 
ning Company has established a New 
York office at 190 William Street, 
from which will be handled the trade 
in New York City, Brooklyn, Long 
Island City and Newark, N. J. In the 
interests of customers, various grades 
of leather will be carried in stock. The 
office will be in charge of Joseph 
Ehardt, formerly with the Seton Leath- 
er Company of Newark. 





Mosinger Bros. Move 


St. Louis—Mosinger Brothers, one 
of the largest shoe wholesalers in St. 
Louis, have moved their business from 
710 North Ninth Street to its new spa- 
cious quarters located at 235 Washing- 
ton Avenue, where they occupy twice 
the space of the former location. 

New display fronts have been added 
to the Washington Avenue store. The 
members of the firm are Harry Mo- 
a: Gus Mosinger and Ruby P. 

‘ohn. 
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Shoes made with ONCG. never squeak! 

















Many a dealer has been 
keenly disappointed in a line 
of shoes that was satisfactory as 
regards style, fit, ete., but 
failed to please the customer 





because of that unbearable 
“squeaking.” 








In addition to their other 
good qualities, Onco Inner- 











‘oor meme: veces mene soles prevent the “squeak” 


THE PERFECT INNERSOLE which spoils many an attrac- 


tive shoe. 


PERMANENTLY LIGHTER IN 
FLEXIBLE WEIGHT 
CUSHIONED UNIFORM MOISTURE 
RESILIENCY IN QUALITY aBonGENT Ask your manufacturer to 
RETAINS ITS WILL NOT supply shoes with Onco Inner- 
SHAPE DRAW THE FEET 


soles. 









FOUNDED 1852 


Portland. aine 















BRANCH OFFICES: 






New York City Boston, Mass. Chicage, I. 

233 Broadway 76 Lincoln Street 110 So. Dearborn 
Atlanta, Ga. St. Louls, Mo. Pittsburgh, Pa. 
1023 Candier Bidg. 1012 Arcade Bidg. 1626 Oliver Bidg. 
San Francisco, Cal. Minneapolis, Minn. Montreal, P. Q. 
58 Sutter Street 736 Plymouth Bidg. 509 New Birks Bidg. 
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WHERE TO BUY 


Store Fixtures 


666 6 EP 





BETTER SHOE FITTING 
SERVICE 
Saves Sales 
Makes Good Fitting Easy 
FRED TRIAL 


THE BRANNOCK DEVICE 
321 8. Salina Street, Syracuse, N. Y. 











WHERE TO BUY 
Athletic Shoes 


€@THCO 


GOLF SHOES 
No. C340—All sizes in stock 
for immediate delivery. 
Write tod for complete 


catalog of ATHCO Ath- 
letic Shoes. 


Athletic Shoe Co. 
914N. MarshfieldAve. 
Chicago, tf. 


WHERE TO: BUY 


Dancing Sandals 





Popular Aesthete San- 
dal in Faun and 

Gray suede. Also, 

full line of danc- 

ing footwear 

and accessories. At once 
service. Send for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 
5177 Casper Avenue 


Eagle Rock, 
Lée Angeles, California 




















WHERE TO BUY 


Dancing Taps 





TAP SHOES 
No. 9780 $1.85 


Black Kid 
No. 9766 
Patent 





BROOKS SHOE MFG. CO. 


Swanson and Ritner, Phila., Pa. 

















Turning Shoes Inside Out 
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New York—Are women interested 
in details of shoe construction? Can 
they be sold on the quality of work- 
manship as well as on style appeal, foot 
comfort and price? Evidently Lord & 
Taylor, New York, are convinced that 
they can, previded the story is set forth 
in a manner that intrigues the feminine 
imagination. 

Above is a reproduction of an adver- 
tisement by this famous Fifth Avenue 
store, which appeared a few days be- 
fore Easter. Under the caption “Some 
Inside Facts,” the ad read: 

“Our opera pumps will bear inspec- 
tion, for they are as good-looking in- 
side as out. Even in this machine age, 
they are largely hand-made, ‘one-man’ 
shoes of which only 2% pairs can be 
made in a day. The seams are hand- 
sewn for comfort; the arches are hand- 
molded and so retain their shape until 
you are ready to discard them; hand- 
shaped so that they adjust themselves 
with elasticity to varying types of feet. 
Their workmanship is the workmanship 
of custom-made shoes. The slim heels, 
graceful arches and exquisite propor- 
tions are the result of six months of 
effort in perfecting the lasts. 

“And so they hug the arch, they fit 
smoothly over the instep, they sling 
snugly to the heel. 

“Besides which they come in three 
heel heights—spike, medium and low 
—in a wide assortment of fabrics. 
Your size is never out of stock. Black, 
brown or blue kid; black suede or satin, 
and black patent leather can be had 
in all heel heights. In addition there 
are 21 different varieties in the high 
heel type, 8 in the medium, and 9 in 
the low heel style. Fabric pumps in 
white will be dyed without additional 
charge. And because we know they are 
superior, we believe our pumps to be 
an outstanding good value at $12.50.” 

This advertisement aroused a great 
deal of interest among shoe men be- 
cause of its unusual appeal and the fact 
that Fifth Avenue stores rarely adver- 
tise shoe construction features. 
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Warm Weather Causes Trade 
Spurt in Denver 


DENVER, Col. (UTPS)—Easter shoe 
trade in Denver, Col., started out lively 
enough but it fairly leaped ahead when 
pre-summer temperatures of over 8% 
degrees sent spring shoppers out two 
weeks in advance of the regular Easter 
season. 

At Neusteters, black kids in straps 
and pumps are foremost in demand, 
Browns and blues are second while 
green, canary, and corn-color are ex. 
ceptionally good. 

Embroidered linens are showing quite 
a bit of strength. 

High heels average about 65 per cent 
of sales. Among the low heels sold 
punched oxfords and straps are the 
most popular. 

In the color combinations are seen 
blue kids trimmed in gray snake, which 
are proving highly attractive while 
beige trimmed in various tones of tan 
and brown are going good. 

Unusual interest has been shown in 
baby blue kids. 

Louis ties and modified toes are 
among the leading styles. 

The Neusteter shoe department fea- 
ture particularly the innovations in 
style rather than the more practical 
in service. The shoe department is ad- 
joining the better gowns section, where 
it is very easy to step from one depart- 
ment to the other in the matching of 
colors. 

According to W. Clyde Norton, buyer 
and. manager of the shoe department 
the unusual in footwear thas proved 
more profitable. 

In the unusual merchandising fea- 
tures at the A. T. Lewis Dry Goods Co., 
Denver, Col., the display of shoes forms 
a very large and interesting part. 

H. W. Jenkinson, merchandising spe- 
cialist and manager of display, has 
shown unusual creations in ensembles 
throughout the entire first floor. 

The leather goods section shows in 
one case tan pumps trimmed in brown 
together with purses, bags, and gloves 
of correct combinations. 

Tan and brown bow slippers appear 
in the neckwear with a= lg per- 
fume, hand embroidered bags, slip-on 
gloves, Petit Point purses, scarfs in 
orange and black, and gold necklaaes. 
This display shows the afternoon en- 
semble while in the handkerchief de- 
partment the evening styles are shown 
with unusual handkerchiefs, appropri- 
ate gloves, opera bags, hand-made 
Beauvais bags, black moire pumps with 
silver trim, ‘opera scarfs, and embroi- 
dered black moire bags. 

Most surprising to the shopper is the 
showing of black silk and black satin 
pumps in the lace department right 
along in the folds of the red Chantilly 
lace and the real Alengon. 

The surprise element of display is 
proving very effective, according to 
Manager Bruner. 


Samuel Miller Dies 


RaHway, N. J.—Samuel Miller, who 
for 36 years has conducted a retail 
shoe store in Rahway, died suddenly 
April 4. Death was due to heart fail- 
ure, from which Mr. Miller has suffered 
for the past two years. The business 
will be continued as heretofore by his 





son, Louis Miller, it is announced. 
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Here is a snappy 
number that is 
brimful of dash- 
ing style! A new 
type of oxford 
fashioned to sell 
the man who de- 
mands distinction. 
Full grain calf- 
skin. 


Order Style 946. 
In Stock C and D Widths 


,.+++:$340 














HEROLD-BERTSCH SHOE CO. 
SHOE MANUFACTURERS SINCE 1892 
GRAND RAPIDS, MICHIGAN 
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SHOE CLEANERS 


DO THIS FOR YOUR 
CUSTOMERS’ FOOTWEAR 


Results like the above will be certain. 
Stains will be removed, slippers bleached, 
whitened and the proper finish restored. 


Before cleaning with CAVALIER. 
Note the difference! 


Order a gross or a dozen. Use it! Then 
if you feel it is not the most efficient you ever 
used—you may return it at our expense. 


Ladies want such a cleaner. Offer it to 
them and take in extra profits. 


Order CAVALIER POLISHES, for every 
type of footwear, through your Shoe Find- 
ings dealer. If he is “out,” order direct 
from laboratories. 


CAVALIER CORPORATION 
BALTIMORE, MARYLAND 

















WHERE TO BUY 
|. Ballet Slippers 


BALLET SLIPPERS 


The recognized popularity and 
demand for Barney's slippers af- 
ford you an unusual profit oppor- 
tunity. 
Offer this appeal to your cus- 
tomers: The ideal for perfect bal- 
“THE TOE ante, _susee 
comfort 
SHIELD” economy in 
— slippers. 


THEATRICAL 
AND STREET  SStulogue. 


CY 


Amertca’s Leading Ballet and Toe Slipper 
House 


304 W. 42nd ST. NEW YORK 





In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 











Wem. Miss. Chi. 

61.5@ §1. 1, 

iss ‘ise ‘tas 
In Steek 








SLIPPERS—IN STOCK 
ef the unusual kind 
B12 Bik. Kid Hand Tere 

Seft Tee 


PALLET 


Also Hard 
SCHWARTS & HERD 
allets im Ballet and ~~ stinee 
241 Ne. 11th St., Philadelphia, Pa. 


ey > Black Kid 


Expertly Designed Misses & 
Women’s Children’s 
$1.40 
1.90 














Soft Toe 
Turn 
Ballets 


Ne. 100—Regular 
No. 500—Buck 


H. F. MALOTT SHOE CO., Manufaet 
1915 Girard St., Chicago 


in 
Stock 





NEW HARD 
TOE BALLET 


* KENDALL * 

















4 KENDALL SHOE COMPANY >% 
HAVERHILL, MASS. 








Shoe Basketball Team 











Miller’s Enna Jetticks, organized by 
Henry W. Miller, proprietor of Mil- 
ler’s Shoe Store, Mount Clemens, 
Mich., won 16 out of 19 games and 
the City Championship this season. 
Mr. Miller finds that the publicity 
received through that team’s ez- 
ploits has been of great value to his 
business 








Colors Lead Blacks in 
Lincoln 


LINCOLN, NEB. (UTPS)—Most of 
Lincoln’s prominent shoe men have cast 
their vote for blond shoes as being 
spring’s favorite color rather than 
black. Mr. Hainline, of Miller & Paine, 
stated that 60 per cent of the shoes 
he has sold are blond, and he believes 
they will sell until after Easter. 

Harry Wolfe, manager of Buck’s 
Booterie, believes that women will de- 
mand light shoes rather than black to 
wear with the spring dresses, which 
are light in color as well as in mate- 
rial. He said that he has sold about 
three pair of light colored shoes to one 
pair of black shoes. 

Mr. Haney, whose shoe store is lo- 
cated in the Stuart Building, thinks 
that blond shoes will remain good. He 
has had excellent success with the new 
colored shoes, which have a tiny white 
all-over design. This type of shoe is 
being worn with the printed dresses in 
vogue this season. Green and blue 
shoes are selling well, as are sport 
shoes. Mr. Haney predicts that white 
will be very good this year. 


Blacks and Pump Patterns 
Lead in Columbus 


CoLUMBUsS, OHIO, April 2 (UTPS)— 
Mat kid shoes, mostly in pumps, are 
among the outstanding features of de- 
mand in Columbus shoe stores. Also in 
demand are beige snakeskin or snake- 
skin and combinations, patent and calf 
in various colors. One of the leading 
stores reports that black shoes consti- 
tute 60 per cent of the total volume 
with 72 per cent of all sales pumps. 

Since opera pumps are the best fea- 
ture, more attention is being given to 
small decorative effects. Small steel 
buckles are being highlighted on many 
of the dressier types of pumps. Straps 
are still attracting some attention and 
are expected to show up better later. 
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Retail Profits Higher 
Than Had Been Expected 


CINCINNATI, OHIO—Shoe merchants 
are very much pepped up over pros. 
pects for spring sales. Things looked 
a bit gloomy in January, not from 
standpoint of sales but from the point 
of profits. Sales ran fairly high but 
prices were so low that profits were 
small. February was better and March 
still better and merchants predict that 
figures for the first four months will 
show a nice increase over the same 
period of last year. 

Black kid has been an exceptionally 
good seller for the past few weeks and 
is expected to continue good. There 
is a pretty good demand at present, 
also, for suntan and brown shades of 
calf and kid, with the pastel shades 
of blue, green and yellow. 

Water snake and lizard are very good 
this season, especially when used to 
trim footwear of other materials. Shoe 
and purse ensembles of lizard and 
snake, combined with kid or calf, are 
being featured by many leading stores. 
In fact, ensembles of one kind or an. 
other are being featured everywhere. 
Some woven leathers and fabrics are 
moving but sandal types are less popv- 
lar than expected. 

Pumps are dominating the pattern 
field just now and the best selling type 
is the long vamp and slender heel. 
High-riding straps come second. 


Business Outlook Optimistic 


LOUISVILLE, Ky. (UTPS)—With a 
few exceptions retailers generally are 
finding the shoe market rather slow, 
sales being below the average of last 
year at this time. However, most mer- 
chants report that spring trade is open- 
ing up and are optimistic as to a good 
summer trade. The buying seems to be 
stronger in the higher price shoes. 

Style trends are toward longer 
vamps and one strap pumps. lack, 
corresponding to the vogue for that 
color in ready to wear, is exceptionally 
good just now, as are reptiles also and 
combinations of reptile and_ kid. 
Blonds are very popular and there is 
quite a strong demand for colors, ac- 
cording to some dealers. 


Frank Meyer Becomes Sole 
Owner 


DANVILLE, InL.—F rank P. Meyer, for 
the past seven years president of the 
Illinois Shoe»Retailers Association, has 
acquired interests of his partners in 
his shoe store here and will make this 
store headquarters for the seven stores 
in this section of the State which he op- 
erates, either as individual stores or 
shoe departments in mercantile stores. 

Besides his prominence in the State 
organization Mr. Meyer has been iden- 
tified fourteen years with the national 
association, having served as vice-pres- 
ident, secretary-treasurer and director 
of that organization. 


Walter Deissler Manager 


HARRISBURG, Pa.—Walter F. De'ss- 
ler is now the buyer-manager of ‘he 
shoe department of Bowman & (0. 
Harrisburg. Mr. Deissler spent ten 
years in high-grade shops of Cleveland, 
Ohio, and operated his own store in 





Greenville, Pa., the past seven year: 
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Win and Hold the Patronage of 
Hard-to-Fit Customers _ 


HE popularity and steady growth of 

Wilbur Coon Shoes over a long period of 

years is due primarily to the fact that they 
are known to every shoeman as the country’s 
outstanding line from a standpoint of Excep- 
tional Fitting. 


And at the same time they have the Style Ap- 


istic peal that women, forced for years to buy un- 
ith a gainly and so-called “orthopedic” shoes in 
Pm search for foot comfort, could never before 
of last obtain. 

t mer- 

5 ane A truly remarkable combination—smart style 
ss and perfect fitting for all feet-—in Wilbur Coon 
owe Shoes. 

r_ that 


nelle Of special importance to you: Not only will 


oe you be enabled to fit feet, but you will also build 


ere is up an exclusive clientele that will “root” for you 
7 and your store—an “advertising endless chain” 
that will add to your profits and insure your con- 


ole ; 
tinued success, year after year. 


r, for 


f the IN STOCK IN 235 
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State 


ae Write for Catalog! 
pres- 


37 Canal St., Rochester, N. Y. 
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WHERE TO BUY 
Spats 


"ew 
a 
S 


yw 
‘ ecutso t 
4 A T Ss 
= The world’s finest spat 
—backed by one of the 
greatest national ad- 
vertising campaigns 
ever run for Spats— 
supported by display 
cards, newspaper mats, 
a handsome box. 


Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


rd” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 








Ideal Spats 
and 
Ornaments 
Spats, $10 to $38, don 
Tang, “a tot 
Buckles, $2.50 to $18 
Set aaa ae 
Steel” Buckles of va- 

rious prices. 


MANOLIS MFQ@. CO. 
N. Crawford . 
CHICAGO 











CHURCH’S 
Imported LINEN Spats 


in white, grey and tan, also SAILOLOTH 


te. 
Teed for formal and theatrical affairs. 
LYONS & COMPANY 











122 Duane St., New York, N. Y. 


4 
Br ee’ on 
F. 
kh ° 
— OF S.7 ‘. 
he 


GREATEST SPAT LINE 
OF THE INDUSTRY 


Tatlored just a little nicer but priced considerably lower 


IMPERIAL SPAT MFG. CO 





DENVFR COLO USA 


ell id 


WHERE TO BUY 


Shoe Ornaments 


Lh el ei ellie el eatin 


MESH BOWS 
ARE NOW 
POPULAR 


Ass’d Styles, Samples on Request 
THE 


REYNOLDS fait COMPANY 


7 Eddy Street 
Providence, Rhode Island 

















How Ads Helped 
to Build Million 


Dollar Business 


BuFrFraLo, N. Y. (UTPS)—Frederick 
C. Jahraus, president of the Jahraus- 
Braun Co., operating stores in three 
community shopping centers of Buffalo, 
vividly recalls how he introduced him- 
self to customers almost 50 years ago. 

“At that time we lived upstairs over 
father’s store at the Four Corners at 
Elk and Louisiana Street in the old 
first ward,” explained Mr. Jahraus. 
“I was but three years old when I 
made my first entrance into the store 
alone. While creeping down stairs, I 
tumbled and rolled down into the store. 
Everyody in the store knew I had 
arrived. I advertised the fact in loud 
tones and I have been advertising ever 
since. 

“We try to do our advertising a little 
differently than anybody else selling 
footwear, with the result that the busi- 
ness has grown to the point where our 
annual sales for cash are well over the 
$1,000,000 mark in the three stores. 

“Some time ago when we found our 
small space in the newspapers was 
overshadowed by the full page and 
double page spreads of the department 
stores and other large downtown shops, 
we felt that we would experiment in 
other fields of publicity. The billboards 
first were-used, then direct mail, then 
the radio and now we are using the 
motion picture theaters. Today we use 
every known means of publicity to 
focus consumer attention upon the 
Jahraus-Braun Co. 

“Street car riders like to read, so 
when I found the ‘Take One’ boxes in 
the street cars empty for long periods 
of time, I tried to get the street railway 
company to let me use that space for 
my own little folders but I was turned 
down. ‘That space is reserved for the 
good will literature of the traction com- 
pany,” explained Mr. Jahraus, who 
mentioned the fact to show how he 
tries to take advantage of every oppor- 
tunity to place the name of his store 
before the public. . 

“Advertising today must be _ har- 
nessed to do productive work because 
unharnessed advertising can be de- 
tructive to a retail business. Every bit 
of the Jahraus-Braun advertising is an 
intimate talk to the public. We do 
not use it to feature cut prices but to 
place before the public an accurate 
picture of our business and what we 
have to sell. 

“Personality is injected into the copy 
and we strive to make it human, there- 
by reflecting our sales and merchandis- 
ing organization. While prices are 
mentioned in newspaper copy, the 
direct mail, the billboards and the radio 
are used to get people to visit our stores 
and to prompt them to think about the 
Jahraus-Braun Co.” 


W. F. Hooley Joins Selby 


PoRTSMOUTH, OHIO (UTPS)—W. F. 
Hooley, who was formerly engaged in 
the shoe manufacturing business at 
Lynn, Mass., has accepted a position 
with the Selby Shoe Co. as manager of 
the Trupoise line. Mr. Hooley is well 
known as a stylist and designer. 
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Reports Increase Over Last 
Year 


BRIDGEPORT, CONN. (UTPS)—Black 
for men and reptilian for women seem 
to be the shoe trends in Bridgeport at 
present, according to James E. Ludlam, 
buyer and manager of the shoe depart- 
ment at Meigs, central men’s and wo- 
men’s furnishings store. An early sale 
of sport shoes and colored kids to blend 
with present-day modes is anticipated. 
Meigs is now showing a men’s shoe of 
plain toe Scotch grain in suntan shade 
with dark brown saddle. Mr. Ludlam 
reports a gain in business of 15 per 
cent for January, February and the 
first two weeks of March over the same 
period last year. 


Becomes Manager of Fair 
Bootery 


PHOENIX, ARIZ. (UTPS)—G. M. 
Templeton, for the past eight years 
with one of the leading shoe stores on 
the Pacific Coast, has taken over ful! 
management of the Fair Bootery, 
Washington at First, in Phoenix. His 
policy includes a new and complete 
stock of women’s footwear. One thou- 
sand two hundred and fifty pairs of 
women’s spring shoes, in broken lots, 
but all sizes, were priced for clearance 
at $2.95 in the store’s Bargain Base- 
ment, the sale now continuing. 


Announces Reorganization 


LOUISVILLE, Ky. (UTPS)—The Walk- 
Over Boot Shop, 521 South Fourth Ave- 
nue, has announced a reorganization of 
the company. Harry Schultz, owner, 
has formed a corporation to be known 
as the Gekco Company of Louisville. 
He will continue as manager as for- 
merly. He has now an even closer con- 
nection with the Walk-Over manufac- 
turers and in future will be able to 
give the Louisville public the fastest 
possible style service. 


Planning Window Displays to 
Pull in the Men 
(CONTINUED FROM PAGE 82) 


dominate over wearing qualities or 
good workmanship. Moderns buy shoes 
because they are good looking. Eye 
appeal is the first point of approach. 

“Specialization, or concentration, is 
another angle which we have found 
valuable. Other. shops may introduce 
women’s shoes, umbrellas, hats, ties 
and what not,,but Pokorny handles 
only men’s shoes. I believe that 
shoe dealers who handle several side 
lines make a mistake. They lose 
their distinctive character in the minds 
of the public. And retail contact is 
the all-important thing.” This formula 
of specialization extends even to the 
make of shoes handled. Pokorny han- 
dles but two makes of shoes. 

Mr. Levey’s time is spent, ten weeks 
at a time in New Orleans, three weeks 
in other sections. His purpose is a 
practical one, to know and understand 
style trends. New Orleans, he finds, 
is no different from any other city in 
the country. What is selling in New 
York is a forecast of what New Or- 
leans men will wear. Consequently, 
he goes to New York to study style 
trends, which he adapts to local con- 





ditions. 
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Price Tickets 
Hand Lettered Prices 








Figures of dancers: 
bright red and 
black, price in 
dark blue on buff 


color cover stock: 
24 doz..... $4.00 


12 doz..... 2.25 
6 doz..... 1.25 


Check with order, 
please 


Other styles of price 
tags carried in-stock 
—samples on re- 


quest. 




















Merchants’ Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St. Chicago, Il. 


Don’t jeopardize your profits with anything 
except the Five and Six Dollar authentic arch 
shoe which has won out over all competition 


—the Arch-O-Thenik? 


One look at these shoes is proof of their 
superiority. Arch-moulded long counters, 
genuine kid quarter linings, leathers and 
colors in the vogue—quality in every detail. 
When you stock Arch-O-Thenik you can snap 
your fingers at $5 and $6 competition. 


Our new Arch-O-Thenik catalog will be sent 


on request. 
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Samples sent on request 


Merchants Service Dept. 
Beot and Shoe Recorder 
Chicago 
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HARRISBURG, PA. 


SHOE MANUFACTURING COMPANY 
CGOODYEAR WELTS 


tailers 


MAAAAAAAAAAAAAAAAAAB 
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WHERE TO BUY | 


Barefoot Sandals 





Colo, Sus 


BEACH SANDALS 


This new shape—so modernistic—is attract- 
ing favorable attention everywhere. Only $28 
a dozen pair for 53M, illustrated above. 
Other models from $10 to $21. Sample 
pair, of any or all models, sent on request. 


SUNSHINE NOVELTY CO. 
Dep’t. A, 530 B’way, New York City 


® @ 














GOLD SEAL BAREFOOT 
SANDALS 
IN STOCK 


In a variety of 
colors for men, 
women and chil- 
dren, in high and 
low heels. 
Prices 
$11.50 to 
$30.00 per 


GOLD SEAL, 722 Broadway, N. Y. C. 





A AEE e eA ee 


WHERE TO BUY 


Women’s Novelties 


li el ei li lie i ei i te te 


All leather imported Czecho Sandals 
72 pair of a co ~~ one pattern to each 


Sample cases of aeutted , = and 
elso London McKay, can be a ‘toe your 
spection from New i 
IRWIN W. VID, 
R. organ -, SOS Foarth. Pam New York 
m, 00.3 representatives 





Do You Know? 


That you can buy or sell it threugh 
the to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














The Business Crime Court 


(CONTINUED FROM PAGE 51) 


“‘The wholesaler is an assembler; 
this is his first function. In a 
measure he serves as purchasing agent 
for a number of retail dealers and 
maintains contact for them with man- 
u.acturers and importers.’ 


“His function to our business society 
is clearly defined, yet the prisoner and 
other retailers have encroached on 
him until the encroachment becomes 
a rank imposition; one to which you, 
gentlemen of the jury, can now call an 
authoritative halt. 

“T leave the State’s case with con- 
fidence in your hands.” 

Flinn sat down. It was evident that 
he had made a deep impression on the 
jury. Green realized this and bit his 
lip nervously. 

However, the story was not all told, 
as Abbot quickly showed. That able 
and shrewd counsel rose to his feet and 
began: 

“Gentlemen of the Jury, you have 
listened to the eloquence of my learned 
friend. I ask you to give full weight 
to what he has said—yet I ask you to 
weigh and not accept until you have 
done so. 

“It has been said, and I believe with 
truth, that no case was ever tried 
without some justification on both 
sides. Give my worthy opposing coun- 
sel, the district attorney, full credit 
for such trifling justification as he can 
muster. Then judge the facts and give 
my client the verdict of ‘not guilty,’ 
that is so obviously due him. 

“What are the facts? 

“To begin with, it is said my client 
is injuring business; that is the exact 
opposite from the truth. He is helping 
to extend and improve business. Let 
me quote from ‘An Introduction to 
— by Maynard & Weidler, page 


“‘Modern-day business demands 
large amounts of capital. The principal 
source of increased capital available 
for business is in the savings of in- 
dividuals.’ 


“It is obvious that my client, by 
using his savings—for most of his busi- 
ness grew out of savings—is adding to 
business prosperity. 

“The district attornev said that the 
wholesaler’s function is merely to buy 
and sell. I wish again to offer the 
authors previously quoted to disprove 
his assertion. In the book, ‘Principles 
of Marketing,’ by Maynard, Weidler 
4 Beckman, page 177, you will find 
this: 


“Whoever supplies them (the re- 
tailers) with merchandise must pos- 
sess adequate storage facilities, have 
the needed goods on hand for quick 
delivery, and supply whatever finan- 
cial assistance in the form of credit 
sales may be necessary.’ 


“Surely that established the duty— 
not the custom, gentlemen, but the 
duty of the wholesaler to extend finan- 
cial assistance to the retailer. 

“Let us suppose my client did have 
to take more time than he hoped. What 
of it? Had my client been a poor 
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business man, or neglected his business 
and so failed to make a profit, this 
action would not and could not have 
been brought. But he is successful, 
and being so, the State claims that the 
wider use of his ability shall be 
stopped. Rank discrimination, gentle. 
men. 

“Yet he used the money in the in- 
terests of his business, he merely bought 
his own establishment. Let us submit 
for a moment that the purchase was 
larger than he could swing without 
time to turn around. What of it? 
Suppose a vendor had sold him a lot 
of goods, more than he could pay for 
without extra time. The vendor would 
extend that extra credit; he would have 
to. But such a transaction would be 
considered normal. Yet where is the 
difference? I'll tell you, gentlemen, for 
it is in my client’s favor. Too many 
goods mean loss, for they spoil, become 
outdated and so on. Too heavy a real 
estate investment is more likely to be 
valuable, for well bought real estate 
increases in value in our rapidly grow- 
ing State. 

“And one more point. Our laws claim 
that an interest rate of more than 6 
per cent a year is usury. Yet my 
client loses interest and, as a witness 
told you, thereby pays the equivalent 
of 36 per cent a year for a twenty-day 
credit, the difference between discount 
and net terms. That fact alone puts 
the wholesaler beyond the law. He 
does not come to court with clean 
hands. 

“But, why go on, gentlemen! My 
client is a good business man doing 
what other good business men do— 
merely taking advantage of oppor- 
tunity to advance his prosperity, and 
thereby the prosperity of his com- 
munity. 

“Gentlemen, I close with every con- 
fidence that you will render the only 
verdict possible—‘Not Guilty.’ ” 

Abbot sat down. That he had shaken 
the State’s case was obvious, for he had 
made a shrewd and able address. . The 
jury was not kept long in suspense, 
for Judge Braddock rapped with his 
gavel and, looking at the jury, gave it 
its instructions. 

“Gentlemen of the jury, you will re- 
tire to consider the evidence and ren- 
der a verdict. There is little need for 
me to say rhuch. I must compliment 
both the attorneys in this case on the 
capable yet fair manner in which they 
have conducted it. 


“IT must point out to you, gentlemen 
of the jury, that you must distinguish 
between relevant and irrelevant facts. 
The points at issue are these: Did t 
prisoner, Green, misuse the funds 
his business in such a way as to inj 
the welfare of the vendors who hav 
appeared before you as witnesses? 


“Whether the misuse was concern 
with real estate or anything els« 
immaterial if misuse is proved. 


“Misuse in this case may be term 
the expenditure of funds in a manner, 
or for a purpose, not concerned with 
the welfare of the business. And which 
expenditure causes or may cause in- 

[TURN TO PAGE 116, PLEASE] 
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“CROMWELL” 


English-Made Featherweight 
Woven Oxford 


IN STOCK 


Immediate 
Delivery 


Sizes 5% to 12 


Soft cap toe lined $6.00 
Plain toe unlined $5.50 


Style—Quality—Perfect Fit— 
Maximum of Comfort—Service— 


these are the outstanding features of this ENGLISH-MADE 
WOVEN KIDSKIN WELT OXFORD, plain or soft cap toe, 
featherweight scoured oak soles, in all brown, brown and 
white and black and white combinations. Now ready for 
delivery. Order now and get the trade coming to you. 


Write for descriptive folder of other styles in stock. 


COLT-CROMWELL CO., Inc. 


Est. 1899 





Even selling baby shoes— 


FITTING FEET 














1239 Broadway, New York, N. Y. 
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MAIZE SHOE CO. —~ 
Ll HUM IW\WWSSSSSSSSS 
Sport Shoe for ATTRACT | 

Little Kids Se eee 


IN STOCK your Windows with 


UE 


“SUNBEAMS” 


NP) NOLO/NWOLN 


Sport, hiking and 
dress shoes in | 
“Smoothsteps” and 
“Stitchsteps.” 


TIT 


75 Cts. to $1.20 
Your Resale 
Price 
$1.25 to $2.00 


R-497—Stitch-step of light 
smoked elk with lizard panel; 
heel. COMMISSION | SALESMEN 
R-496—Same in patent with —We need a few more rea 
° hustlers who know shoe and 
reptile panel; heel. department buyers. ‘‘Sun- 
2% to 6 beams” are fast sellers. ALL 
$1.20 IN STOCK. Write and give 
2% 10; Net 30 Days 


references. 
MAIZE SHOE CO., Mfrs., Rochester, N. Y. 
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Byvery mother wants her 
child’s feet to be your 
individual problem 
when she buys baby 
shoes. This natural self 
interest of mothers must 
be satisfied and the sim- 
plest way to meet this 
demand is to carry Mrs. 
Day’s Ideal Baby Shoes. 
Once they recognize 
that the store which dis- 
plays this line will treat 
their children as indi- 
vidual problems you 
have obtained a repeat 
customer. 


MRS. DAY’S IDEAL 
BABY SHOE CO. 


DANVERS, MASS. 








WHERE TO BUY 
Spats 





DUNHILL 
SPATS 


Linen and White for 
Spring and Summer 


Samples on request. 
STAR FOOTWEAR 
MFG. CO. 


Howard and Norris 
Sts., Philadelphia 
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WHERE TO BUY 
W ork Shoes 


io 


SPECIALISTS IN 
MEN’S end BOYS’ 


Goodwill Shoes 


“For Hard Service and LongWear' 


ton ass 


BE Werk and Service Shoes In Stock I 








WHERE TO BUY 
Store Fixtures 





HAVE yo lHE 

NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 


( L. GOODWIN &€ ¢ 
Worcester, M 


1 COP) OF 








Production Slackens 
Following Easter Rush 


HAVERILL, MAss.—Shoe production in 
the local industry has begun to decline 
after the Easter run. Production is 
gradually slackening. The shoe men 
are hoping that quick clearance of 
Easter merchandise will result in a 
substantial late season business. Sales- 
men are now in their territories in 
anticipation of this business. 

The total production of shoes in 
Haverhill factories for the month of 
March was 36,317 cases as compared 
with 46,470 cases for March, 1929, ac- 
cording to figures compiled by the 
Haverhill Chamber of Commerce. The 
total for the first quarter of the year 
was 86,923 cases as compared with 
130,281 cases for the first quarter of 
1929. 

Turn shoe production locally, how- 
ever, showed a _ substantial increase 
over the spring of 1929. Figures are 
not available showing the production 
of turns apart from McKays, but it has 
been very: substantial. One local firm 
has increased its capacity over 100 per 
cent, while the other turn plants have 
been among the steadiest in the indus- 





try. 


Why Advertise, Anyhow? 


(CONTINUED FROM PAGE 53) 


are so full of ads that ours is always 
lost. Tuesday and Wednesday are 
usually dull and we can pep them up 
by advertising early in the week when 
the paper is less crowded.” 

“There are two. sides to that, 
though,” Charley answered. “Trying 
to reform people’s buying habits is 
usually a failure, so the advertising 
men tell us. People are in the buying 
mood Friday and Saturday. We’ll get 
better results by turning their atten- 
tion to our particular store while they 
are in the mood, rather than trying to 
force them into the spirit against their 
will. The Monday evening paper has 
fewer ads simply because wise adver- 
tisers have found it doesn’t pay as 
well. There is no reason for us to 
dispute their findings. 

“Women look to the Sundays ads for 
their style news. That’s why it’s 
policy to show our better shoes then. 
If we stayed out of the Sunday paper 
altogether, a lot of women would think 
we had closed shop. 

“That reminds me, Charley. We 
must put up a bulletin board to post 
the ads where the boys can absorb 
them. You remember the big six dol- 
lar ad we ran, with a half a dozen 
cuts and a good strong six dollar talk. 
Well, a day or so later a well dressed 
woman came in and asked Jack to 
show her our six dollar shoes. He 
gave her a condescending smile and I 
heard him say, ‘Oh, yes, we do carry 
a few cheap shoes—kind of a side line, 
you know—but you wouldn’t want 
them, I’m sure.’ 

“Besides being rude, tactless and un- 
called for, that speech shows the need 
we have for cooperation between the 
advertising and selling ends. The 
boys must know what we are advertis- 
ing and why. The style that’s adver- 
tised must be given a prominent place 
in the window, too, so people can see 
we’re in earnest about it. Folks don’t 
like merchants who do things in a half 
hearted way.” 

“That’s right, Dad. We shoe men in 
this town could do things in a big way 
if we all got together, not to restrict 
advertising, but to make it more force- 
ful. We could take a full page once 
a month and put over just one thing at 
a time. For instance, sport shoes. 
What an ad that would be! 

“We would have some tantalizing 
sport shoe copy across the top, the 
sort of stuff designed to make folks’ 
mouths water for sport shoes. Then 
each store would have its own separate 
ad on the page, playing up its own 
sport shoes. It wouldn’t cost any one 
much more than a regular ad, but the 
effect would be tremendous and im- 
mediate. 

“It has been done in other places 
and could be done here. White shoes, 
Christmas slippers, suedes, woven 
vamps, evening slippers, anything 
could be put over by such a coopera- 
tive ad. One big punch like that is 
worth a hundred little individual taps. 

“The shoe business needs forceful, 
effective, appetizing advertising to 
make shoes appeal to people so strong- 
ly they will decide to buy shoes and 
let something else wait. That, in my 
opinion, is the industry’s biggest 
problem.” 
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“I believe you’re right about that, 
Charley. I’ll admit I used to be pretty 
hard headed about advertising—and 
wrong. I used to insist that advertis- 
ing was useless because people want 
what they want and that’s all.there is 
to it. Here lately I can see that they 
want what they want and they buy 
what they buy because somebody has 
taught them to want it badly enough 
to buy it. 

“Another foolish habit I once had 
was in spending most of my advertis- 
ing effort on my slow selling items, 
thinking I could force them that way. 
You have made me see that we should 
play up our fast sellers, the things 
people want, the kind that would sel! 
anyway without advertising.” 

“I’m certainly glad you agree on 
that,” said Charley. “Advertising 
should create the impression that the 
store is full of bright new goods. The 
hard sellers must be pushed inside th 
store, but it’s dangerous to show them 
too often in the newspaper. People 
are quick to recognize distress mer- 
chandise.” 

“This whole advertising business is 
too deep for me,” said Jim Bowman 
with a sigh. “It’s so seasy to make a 
lot of serious mistakes. Put me down 
as being in favor of hiring a regular 
advertising man to keep us straight.” 


The Business Crime Court 
(CONTINUED FROM PAGE 114) 


jury to the vendors. That is a matter 
for you to decide. 

“The ability of the prisoner is not on 
trial. Even if he spent money nor- 
mally pledged to the credit of his busi- 
ness and made quick and large profits 
thereby, it would not affect the ques- 
tion of legal or moral right to so use it. 

“You will now retire and consider 
the evidence; if you need further in- 
structions, they will be given.” 

Judge Braddock then adjourned court 
and the jury filed out to the jury room. 


Four hours later the Judge was noti- 
fied that the jury was ready to report. 

Court was reconvened. The jury re- 
turned to the box with stolid and un- 
emotional faces. Green eyed each man, 
anxiously hoping for some sign that 
would indicate the verdict. But it was 
impossible to tell by their faces what 
the verdict was? 

Judge Braddock rapped for silence. 
Then addressing the standing foreman 
of the jury he asked: 

“You are prepared to render the 
verdict of the jury?” 

“T am, Your Honor.” 

“Is the prisoner, Charles Green, 
‘Guilty’ or ‘Not Guilty’?” 

The eyes of every one in the court 
was focused on the foreman as he 
cleared his throat preparatory to ren- 
dering the verdict. 


Change in Management 


LINCOLN, NEB. (UTPS)—T. L. Per- 
rin has taken Irving Anderson’s place 
as manager of Kinney’s Shoe Store in 
Lincoln. Mr. Anderson is now manager 





of Kinney’s store in St. Paul. 
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Fall and Winter Showing 
of Leathers 


(CONTINUED FROM PAGE 41) 


NAVY is a slightly new version of a 
staple dark blue color, with a tinge of 
violet rather than green. Navy is 
our interpretation of ADMIRALTY 
BLUE. 


TAMARACK is a dark bluish green 
to serve as a dark accent for other 
greens in the costume, or for bags and 
shoes to wear with black or brown. 
Named from the dark green of a forest 
of American tamarack trees. Our in- 
terpretation of GREENWOOD. 

RED CURRANT is a rich, dark red 
related to smooth weave woolens, coat- 
ings and tweeds in this range—the 
shade of dark red currant jelly with 
light shining through it. Red Currant 
oe interpretation of WINETONE 


On April 28, 29 the several style com- 
mittees receive through the Textile 
Color Card Association of America au- 
thentic information of the basic colors 
that will most influence style for fall 
and winter wear. Then dress reports 
will be presented by people who have 
studied the sources of the fashion in- 
fluence. Representatives of all the 
branches of the trade will submit their 
technical ideas on colors, lasts and pat- 
terns and the relative value of each in 
the general volume of shoes that will 
be made for final retail sale. 

The first day of the conference will 
be given over to several committees 
which meet in executive session, to con- 
sider the ideas and suggestions. and 
listen to authorities in all lines. At the 
close of the first day the results will be 
incorporated into reports to be sub- 
mitted and discussed at the open meet- 
ing of the second day’s session. After 
final conference action, the official styles 
report will be written as a guide to the 
entire industry in its production and 
distribution. 

At the meeting the morning of the 
second day, there will be demonstra- 
tions of styles by living models correctly 
gowned and wearing correct footwear 
for the different occasions. Inter- 
spersed in the program will be ad- 
dresses by leaders in fashion and its 
development. The final “fashion work 
sheet” will be operative for next fall 
and winter. 


Edward Hill Joins Jefferson 
Import Co. 


NEw YorK—Edward Hill, formerly 
of Hill-Salinger, is now associated with 
Jefferson Import Co. Mr. Hill has 
been made vice-president in charge of 
domestic shoe sales, and is now making 
extensive plans for the development of 
their selling organization. 


To Visit Shoe Centers 


New YorkK—Paul Weil, son of Leon 
Weil, buckle manufacturer. landed last 
week on the S. S. Paris. He will visit 
the principal manufacturing centers 
with Louis Coblentz, president of Leon 





Weil, Inc., New York. 
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See Big Season for Whites 


St. Louis Manufacturers Report Sales Ahead or Even Up with 
Last Year—Beige Clair Gains 


St. Louis— While black predomi- 
nates in the field of footwear fashion, 
as reflected in the orders of manufac- 
turers here, there is a betterment in 
the demand for beige clair patterns. 
This improvement has not been suffi- 
cient, however, to supplant the style 
leadership held unchallenged by black 
mat kid, which is now predicted to hold 
through the summer, entering the fall 
season with much strength. 

One of the larger manufacturers re- 
ports black footwear as 75 per cent of 
the volume with the remaining 25 per 
cent colors. Sixty per cent of all black 
shoes were mat kid, while the remain- 
ing 40 per cent belonged to the patent 
leather field. 

The strength of colors is encourag- 
ing, particularly when one big institu- 
tion report their figures in this field in- 
dicate the sales volume for this type 
of merchandise ahead of both 1928 as 








C. D. McGrew President of 
Shaft-Pierce Co. 


FARIBAULT, MINN.—W. S. Shaft, 
founder of the Shaft-Pierce Shoe Co., 
Faribault, Minn., and for 40 years head 
of the corporation, was elected chair- 
man of the board at the annual stock- 
holders’ meeting. Because of impaired 
health Mr. Shaft has felt it advisable 
to withdraw from the more immediate 
participation in business affairs, al- 
though his interests and best efforts re- 
main with the company of which he 
has been the chief executive. 

C. D. McGrew, who succeeds to the 
presidency, has served in various de- 
partments of the business in his 21 
years’ association, has discharged the 
responsibilities of secretary for many 
years and has long been directly asso- 
ciated with Mr. Shaft, whom he has as- 
sisted in the executive management. 

J. Turek, accountant for Shaft- 
Pierce for the past decade, was elected 
secretary. H. P. Leach continues as 
vice-president, as does Donald Grant, 
Jr., as treasurer. W. Smart Shaft, 
son of the founder, was admitted to the 
board of directors, which included the 
foregoing officers together with W. O. 
Washburn, St. Paul. 

Sales of advertised lines are under 
the direction of T. G. Shaft, who also 
supervises the company’s advertising. 
Distribution of the “Factory A” prod- 
ucts, which consists largely of medium 
priced stitchdowns, is under charge of 
Raymond E. Nelson. 
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well as 1929. In fact, they expressed it 
as one of the biggest seasons in colored 
footwear experienced during recent 
years. 

In some patterns beige clair is out- 
selling blacks. One of the outstanding 
stylists in the industry reported colors 
as decidedly better than a month ago. 
With blacks and colors well classified 
in every line, attention is being con- 
centrated on white footwear. Whites 
have been selling well. A majority 
of the houses reported sales ahead or 
equal to last year for the same period. 
Stocks of whites are ample in most in- 
stances with a heavier sales volume 
anticipated than a year ago. Indica- 
tions point to an intense upswing for 
white footwear during the next thirty 
days. Plain whites have the call in 
popular priced footwear. Colored 
trimmings are conspicuous by their ab- 
sence, but trimmings of white with dif- 
ferent materials predominates in this 
style realm. Reptile and kid are often 
combined with calf. 

Pumps are preferred in the selection 
of patterns. Straps occupy second po- 
sition in the demand. White moire has 
been pronounced in some quarters. In 
many instances it will be used for tint- 
ing to match the costume. It is the 
opinion of one smart style operator, 
however, that many white moires will 
be worn during the summer. 

Increased demand is being felt per- 
haps~more forcibly than ever for nar- 
rower toes. This is most pronounced in 
shoes in the lower priced range where 
the greatest resistance has existed for 
the narrow types. They were last 
to adopt this slendering vogue which 
has prevailed in higher priced footwear 
for some time. There still exists, how- 
ever, some demand for rounded and 
square types in block heels. 

Sandal patterns are’ improving. 
Punched and perforated types are ex- 
ceptionally good, with preference being 
shown punched varieties. Smaller 
punched patterns carry the prestige, 
with some resistance being experienced 
on extreme cut-out and punched styles. 

Sport shoes continue to have a promi- 
nent place in the call for smart foot- 
wear. This vogue, it is believed, will 
experience one of its best seasons. The 
tendency for sport dresses and other 
activities which call for a pair of sport 
shoes has increased each summer. It 
is no longer necessary to have your 
store at the seaside or in a resort town 
or city to sell sport shoes. It is an 
accepted shoe for street wear in any 
city, and a majority of pairs bought 
this summer will be worn as street 
shoes. This should mean extra pairs 
for those merchants who play them and 
put selling effort back of their mer- 
chandising. 

Advanced information regarding the 
first trials being made for fall lines 
gives brown in darker shades an im- 
portant place in the style procession. 
Browns look like a good bet for the 
moment, but it is too early to predict 
how much of its prestige will have to 
be shared with black, which has held 
so doggedly during the past two sea- 
sons. 





MORE FOR YOUR[ 


Our monthly display card service with price tickets not only gives the alert merchant more 
for each dollar invested, but supplies him with an attractive series of display cards timed 
each month to meet his window trim requirements. 

Window displays without cards are similar to holding a shoe in your hand before the cus- 
tomer, but saying no word about its Quality, Style, or Fit. 

We save you time in making your price tags. Monthly card subscribers are supplied with 
price tags each month to match the display card sales messages. 


FREE PRICE TICKETS 


are supplied with our monthly window card service. We supply with monthly service No. 1 and 2 
100 blank tickets printed on stock to harmonize with each month’s card service (or with hand-lettered 
prices imprinted—50c per month additional) . 





Price Tickets—In Stock Miniature Name Tags 
A new price tag each month—Samples on request— of materials, shoes and hosiery 
24 Doz., $4.00; 12 Doz., $2.25; 6 Doz., $1.25 50c a Doz.; 12 Doz., $3.00 














NOW READY 
MAY CARDS 


(3 Colors—Purple—Pink—Black) 
—7 x 12 


SINGLE SHOW 0? 
CARDS al 


(Either with or without text) 
Check With Order, Above illustrates one of 


Please the May  cards—dainty, 
ne ay board, : 
. water color imprint, purple 
Select any subject below by number —white, text in black 
(Price - = duplicate of 
above) 





TEXT OF MAY CARDS 





wt WOMEN: 
are arriving: pli ttn eonlnll 
May we show ) What 1—Imported woven sandals—They fit with featherlike comfort. 


} . 2—Reptiles achieve new importance in these street models. 
is to be in Vo uc this . 3—“Pastels” says France. We tint to match dainty spring frocks. 
sprin ? 4—The dance—on with it—and on and on—evening slippers. 


MEN: 


5—For the Brown Suit the wing tipped oxford—in brown calf. 
6—For the Blue-Gray Suit formal type oxford is smart. 


GENERAL: 


7—We are foot specialists. We dress and fit your foot correctly. 

8—Pride of appearance fully justified in these new shoes. 

9—Our satisfied “repeat” customers build ovr reputation. 

10—For the participator and the spectator—Sport Shoes—comfortable, 
colorful and smart. 

11—To your eye Style—to your purse Value. These have both. 

Above shows our modernistic card holders, 12—Build from the ground up your spring ensemble with smart shoes. 


gold with black trim (3-color festoon base CHILDREN: 


eerie acne mgt — a are here again—Sturdy Shoes designed to protect the grow- 


with the finest of window display fixtures HOSIERY: 




















14—Chiffon hosiery exquisite in shade and weave—moderately priced. 
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JISPLAY DOLLARS 


12 hand designed cards each month, each with different sales mes- 
sages, printed in attractive colors, size 7 x 11 inches; with 100 


blank price tickets to harmonize with service cards each month (or 
with prices imprinted, selection of prices as wanted, 50c. per month 


additional). 


8 cards 
100 blank price tickets 
4 card holders 


Also 6 card holders with first month's service. 


Service 
No. 3 
$ 3° 


Monthly 


6 cards 
50 blank price tickets 
2 card holders 


Added Features 


“Store Window Bulletin”’ 
offers merchandising and display suggestions 
each month. 


Special Cards 
to meet some individual store need. 


Additional Card Holders 
supplied at nominal charge. 





The Stand-up Ticket 
All Regular and Clearance Sale Prices. 


Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 


6-doz. odd lot 
assortment $1.10 
12 doz.—$2.00 
24 doz.—$3.50 

12 each of 6 prices 85c 
12 doz.—$1.50 
24 doz.—$2.50 


1 doz. of one price 15c . 


Comes in either Orange or Olive 
Green Border—Black Figures 
(Actual Size) 


" Cash or stamps with 
order 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 


Boor AND SHOE RECORDER 
combining THE SHOB RETAILER, April 26, 1930 


Exchange of Cards 


The privilege of exchange of current month’s 
cards is available to annual card service members 
who may find listed card texts (abbreviated on 
page opposite because of space requirements) 
which better cover their merchandising program. 


COUPON 


BOOT AND SHOE RECORDER, 

189 W. Madison St., Chicago, Ill. 

Please enter our order for the Recorder “Sell- 

ing Messages” card service No. for one 

year, consisting of —cards, each month and 
art card holders, with the first month’s 

service, beginning with cards for May for 


which we will pay $——— per year, payable 
$———_ per month. 


For cash in advance full year’s service, 5% dis- 
count. 


(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each 
month’s card service delivered and agree to re- 


turn card holders.) 
We sell Men’s, Women’s, Children’s shoes and 


hosiery. (Cross out lines not carried.) 
Printed Price Tickets:— 


$— #— #— #+— #— 4— 


Store Name 
Owner 
City . 
State .. 


SX Nn IS RK TH See Fes Fee eee eens ee eee eee se eee 











THE 
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iB USINESS 
BO AROMETER 


Business Changes 


CALIFORNIA — Lincoln —G. Anton; boots, 
shoes, etc.; succeeded by The Economy Dry 
Goods Co. 

COLORADO — Denver — The Beehive (1638 
Larimer St.); boots, shoes, etc.; reported ad- 
vertising to sell out. 

ILLINOIS—Chicago—Isadore Becker; boots, 
shoes, etc.; succeeded by Mrs. Anna Becker. 

Theodore Lieberman (1323 W. 79th St.); boots 
and shoes; succeeded by Peter Klug. 

Hinsdale—Olsen Shoe Store; boots, shoes, etc. ; 
partnership dissolved; succeeded by R. 
Dierks. 

KANSAS—Wichita—The B. & H. Boot Shop, 
Inc. (Florsheim Shoe Store) (108 E. Douglas 
St.) ; succeeded by Bullion Shoe Co., Inc. 

MARYLAND—Crisfield—John Cohen; boots 
and shoes; reported sold or closed out business. 

MASSACHUSETTS—Boston — Boston Quality 
Shoe Mfg. Co.; recently incorporated. 

D. C. Clark Shoe Co.; boots and shoes; 
business certificate filed by Daniel C. Clark. 

David Werbner (730 Dudley St.); boots and 
shoes; reported sold or closed out business. 

Haverhill—Haverhill Shoe Novelty Co.; manu- 
facturers; capital stock increased by $80,000. 

Lynn—A. Jacobs & Sons Co.; shoe manufac- 
turers; name changed to A. Jacobs & Sons Co., 
Inc..; capital stock increased by $100,000. 

Salem — Wooleather Slipper Co.; manufac- 
turers; recently incorporated. 

Waltham — Philomine Della Camera; boots 
and shoes; filed married women’s certificate. 

MICHIGAN—Detroit—Maurice Footwear, Inc. ; 
boots and shoes; inc. authorized capital $30,000. 

Owendale—Owendale Drygoods Co.; boots, 
shoes, etc.; inc. authorized capital $10,000. 


MISSISSIPPI — Canton—J. G. Schwartz 
eae boots, shoes, etc.; sold to Chandler 


ry Goods Co. 
NEBRASKA — Coleridge — E. A. Pockrandt; 
boots, shoes, etc.; reported selling or sold out. 

NEW YORK—Brooklyn—Philip Kerns (Es- 
tate) (606 Sutter Ave.); boots and shoes; 
reported sold or closed out business. 

New York City—Morris Cohen (550 Tenth 
Ave.); boots and shoes; reported sold or closed 
out business. 

Gold Seal Shoe Corp.; boots and shoes; 
corporated. 

Jackson Shoe Mfg. eeepeuntion s increased 
authorized capital to $100,000. 

OHIO—Columbus—G. R. Goldman, Inc. (42 
E. Rich St.); boots, shoes, etc.; inc. authorized 
capital $5,000. 

OKLAHOMA—Oklahoma City—Shoe Market, 
Inc.; boots and shoes; inc. authorized capital 
$70,000. 

PENNSYLVANIA—Hazleton—Oscar Aronson, 
, shoes, etc.; inc. authorized capital 


in- 


boots 
suc- 


WASHINGTON—Spokane—Saad Bros ; 
and shoes; partnership reported dissolved ; 
ceeded by John Saad. 

WISCONSIN — Ettrick — Shaheen 
(Charles Marcos); boots, shoes, etc. ; 
to LaCrosse, Wis. 

Horicon—Davies Shoe Mfg. Co., 
ported liquidating. 

Madison—Nathan Frank, boots, 
reported sold to William Stein. 

Julin Shoe Co.; boots and 
porated. 


Marcos 
removed 
Inc.; re- 
shoes, etc. ; 


shoes; incor- 





Failures, Embarrassments, Etc. 


ARKANSAS—El Dorado—Eli Dublin (“The 


Peoples Store’); boots shoes, etc.; reported 
assigned. 

ILLINOIS — Danville — I. Werbner (208 E. 
Main St.); ts, shoes, etc.; reported offering 
to compromise at 25 per penne 

INDIANA — Indiana Harbor — Isaac Asrow 
(“Empire Variety & Dep’t Store’’) ; boots, shoes, 
etc.; reported offering to compromise at 25 
per cent. 

Indianapolis—Saul Present; boots, shoes, etc. ; 
reported petition in bankruptcy. 

MAINE—Skowhegan—Northeastern Shoe Co.; 
manufacturers; reported petition in bankruptcy. 

MASSACHUSETTS—North Reading — Abbott 
Shoe Co.; manufacturers; reported offering to 
compromise at 20 per cent. 

Uxbridge — William H. Malley; boots and 
shoes; reported petition in bankruptcy. 

MICHIGAN—Detroit—Sam Turkenesh; boots, 
shoes, etc.; reported petition in bankruptcy. 

August Van Slembrouck (14508 Harpers Ave.) ; 
boots and shoes; reported petition in bank- 
ruptcy. 

Jackson—C. E. Whitney (“C. W. Cut Rate 
Store”) (‘‘Loe’s Men’s Store’); boots, shoes, 
etc.; reported offering to compromise at 25 
per cent. 

Lapeer—George E. Conley; boots, shoes, etc.; 
reported petition in bankruptcy. 

NEW YORK — Brooklyn — Philip Fox (1852 
86th St.); boots and shoes; reported petition in 
bankruptcy. 

Workmen’s Clothes Shop (545 Grand St.); 


boots, ete.; reported petition in bank- 
ruptcy. 

New York City—Kirschenbaum Dep’t Stores 
(606 8th Ave.); boots, shoes, etc.; reported 
petition in bankruptcy. 

Sam Weitzen (1417 Second Ave.); boots and 


shoes; reported called meeting of creditors for 


April 17. 

White Plains—John J. Dorgan (23 Depot 
Plaza); boots and shoes; reported offering to 
compromise at 10 per cent. 

NORTH CAROLINA—Elizabeth City—George 
M. Williams; boots, shoes, etc.; reported pe- 
tition in bankruptcy. 

Sanford—Baldwin Bros.; boots, 
reported petition in bankruptcy. 

OHIO—Ravenna—H. E. Cox; boots and shoes; 
reported assigned. 

Steubenville— Sara Hourvitz (Mrs. Chas. 
Hourvitz (“The Globe’) (320 Market St.); 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

J. Slifkin (‘‘Economy Shoe Store’’); boots 
and shoes; reported offering to compromise at 
25 per cent. 

PENNSYLVANIA—Ford City—Jack Edelson ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Philadelphia — Maurice H. Clyman; boots, 
shoes, etc.; reported petition in bankruptcy. 

TEXAS—Dallas—Sessell Shoe Co., Inc.; boots 
and shoes; reported petition in bankruptcy. 

Greenville—E. W. Gunnels; boots, shoes, etc. ; 
reported petition in bankruptcy. 


shoes, 


shoes, etc. ; 








New Shoe Dealers 


Arrington, Kan.—Manning Bros. 

Phoenix, Ariz.—Phoenix Dry Goods Co., 337-9 
E. Washington St. 

Temple, Tex.—W. N. Kirschner. 
- Newark, N. J.—Jacob Marx, 175 W. Market 
t. 

Chula Vista, Cal.—W. Williams, 291 3rd Ave. 

Stuttgart, Ark.—The Timberlake Co. 

Hutchins, Ilowa—J. C. McMillin. 

Ishpeming, Mich.—Kirkish Shoe Store, 
Encore Bldg. 

Monmouth, I!]l.—Baker’s Store, 412 W. Boston 


115 Main St. 


Mc- 


ve. 
Tulsa, Okla.—Dayton’s, Inc., 


Valparaiso, Ind.—Albert Sossin, 3 Lincoln 
East. 

Burr Oak, Kan.—Thompson-Abel Merc. Co. 

Coffeyville, Kan.—Lenden Bros., Corley Bldg. 

Marshall, Lll.—The Model. 

Bondurant, Iowa—T. A. Nelson. 

New England, N. D.—F. M. Brown. 

Cumberland, Md.—Vogug Shoe Store, 
Baltimore St. 

Des Moines, lowa—Heggen’s Enna Jettick 
Boot Shop, 508 Walnut St. 

Stevens Point, Wis.—Max Pelowski, 113 N. 
2nd St. 
Buffalo, Boot Shop, 9 E. 
Genesee. 


121 


N. Y.—Burke’s 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


VavYav) 


» 
( 
‘ 
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Morgantown, W. Va.—Morton W. Peskin, 407 
High St. 

Martinsburg, W. Va.—Flery’s Shoe Store, Inc, 
125 S. Queen St 

Milwaukee, Wis.—Midwest Shoe Co., Bankers 
Bldg. 

Memphis, Summerfield & 
(new dept.) 

Cleveland, Ohio—Blyn Shoe Co. 

Columbia, S. C.—Jacqueline Slipper Co., 1536 
Main St. 

Atlanta, Ga.—Dr. R. A. Parker, 116 Peach. 
tree Arcade. 

Lenoir, N. C.—Haines Shoe Co. (soon). 

Newark, Ohio—Nobil Shoe Store, 14-16 North 
Park Place. 

Pittsburgh, Shoe 
Penn Ave. 

Troy, N. Y.— 
near Bway. 

Shreve, Ohio—Geo. H. Mayers. 

Buckeye, lowa—Herman Hook. 

Platte, S. D.—Frank Austin. 

Arlington, Ohio—Bailey Bros. 

Aldrich, Mo.—J. V. Braithwait & Co. 

Petoskey, Mich.—Bathke Bros., Cor. 
and Ingals. 

Clinton, Mich.—L. A. Deserma. 
— Pa.—Manhattan Shoe Co., 128 ith 

ve. 

St. Louis, Mo.—Woolf Brothers, Arcade Blidg. 

Wright, Kan.—H. F. Vogel. 

Middletown, Ohio—Central Stores, Inc. 

Sibley, lowa—J. C. Penney Co, 

Barberton, Ohio—J. C. Penney Co., 
Tuscarawas St. 

Cedar Rapids, lowa—J. C. Penney Co. 

Watertown, N. D.—Montgomery Ward & (o. 

Stockton, Ill.—Richard Stafford, Stafford Blig. 

Massillon, Ohio—The Shumaker Co., Lincoln- 
way, East. 

East Palestine, Ohio—Ray Cope, Market St. 

Choteau, Okla.—Bymun’s Cash Store, F. & M. 
Bank Bldg. 

Brookville, Ind.—M. Henderson, 7th and Main. 

Willshire, Ohio—R. Steinman. 

Metamora, Ohio—Carl F. Seeger. 

Cedar Grove, Wis. — Wiswell-Everston 
Mfg. Co. (Mfgrs.). 

Bode, Iowa—Leo Kinseth. 

Coal, Mo.—Warren Parks. 

Sparkman, Ark.—L. L. Jacks Co. 

Holly Springs, Miss.—Ramey-Webster Co. 

Neillsville, Wis.—Farmers Store Co. 

St. Louis, Mo.—-Busy Bee Department Store, 
6124-26 Easton Ave. 

Bremerton, Wash.—J. 
Pacific Ave. 

Prescott, Ark.—Geo. W. Robinson & Co. 

Donansburg, Ky.—Vanarsdell & Judd. 

New York, N. Y.—Katz Smart Shoes, 468-70 
Sixth Ave. 

New York, N. Y.—Pedeveloper Shoes, Inc. 

New York, N. Y.—Astor Shoe Mfg. (Co. 
(Mfr.). 

Va. - 


Monterey, 
pa nee, Pa.—J. & T. Cousins, 23 N. 23rd 


Tenn.—H. I. Son 


Pa.—Lester Stores, 28 


-Enna Jettick Shoe Co., 8rd St., 


Jackson 


110-12 


(soon). 


Shoe 


G. Garrett, 504-10 


-Greenstone’s Department 


Store. 


~ York, N. Y.—Herman Rodgers, Inc., 
Kings. 
Huntington, W. vVa—F. G. Banjamin Co., 
944 4th Ave. 
Leaksville, N. C.—Price-Miley Co. 
Scottsboro, Ala.—Chas. W. Armbroster (soon). 
Madisonville, Ky.—Noble’s New Department 
Store, McLeod Bldg. 
Rowland, N. C.—Arthur E. Saleeby & Co. 
Fitzgerald, Ga.—Friedlander & Isonson. 
Welch, W. Va.—Continental Department Store, 
Dor Bldg. 
San Diego, Cal.—Gertrude Bird. 
Os ee Ohio—Cantilever Shoe Shop, 9 East 
s t. 
Sheridan, Wyo.—McCracken Stores. 
Sherwood, Wis.— Lake Bluff Bootery, 
Oakland Ave. 
Oklahoma City, Okla.—A. & A. Leather & 
Shoe Co. 
South Royalton, Vt.—J. O. Chaffee. 
i i i » Inc., 1691 


1560 


Washington Blvd. 
Windom, Minn.—Silverberg Bros. Co. 
Winner, S. D.—Rose Volz. 
Canova, S. D.—Paul F. Koepsell. 
Stickney, S. D.—Harry Abbin. 
Belle Fourche, 8S. D.—Olbrich & York. 
Alta Vista, Iowa—Charles Lukritz. 
Danville, Iowa—Roy Archibald. 
Washington, Iowa—Ives McKay. 
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For 
QUIET, 
COMFORT 
and CONVENIENCE ~ 


PARAMOUNT 
HOTEL 


700 Rooms—Each with Bath, Shower 
and Running Ice Water 


$3.00 Single, and up 
$5.00 Double, and up 


LUXURIOUS GRILL 
EXCELLENT CUISINE AND SERVICE 
MUSIC AND DANCING 


46th St. 
W. of B’way 
New York 
© 
Newly 
Decorated 
and 
Under 
New 
Management | 


Fide 


Weeoes 8 ae 2 


say 2 
Sea Tee 
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Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 





RIDING BOOTS 


The rapidly increasing demand 
for specialty boots has opened 
new profit possibilities for more 
merchants. 


A market for finely made, pop- 
ular-priced riding, field and avia- 
tion boots exists in your locality. 


Our catalog of 1930 styles #s 
ready for mailing. It will 
be sent promptly on your 
request. 


J-M-CONNELL SHOE CO. 


SO. BRAINTREE 
Style No. 1250 


CONNELL BOOTS 








12 Duncan St., Haverhill, Mass. 


MATT KID 
CENTER BUCKLE 
BLACK REPTILE 
APPLIQUE 


Bx 


‘Ae 


a 


$3.00 
RETAILERS 








$8.50 
RETAILERS 


Combination Last 
AAA to C 


“MADE IN PHILA. BY MASTER CRAFTSMEN” 


= Cc. S. GIBBON CO., Inc. 


54 No. 4th St., Phila., Pa. 
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Hotel Claridge 


BROADWAY AT 44th STREET 
NEW YORK CITY 


Catering to the 


SHOE and LEATHER 
INDUSTRY 





Largest and Most Comfortable Sample Rooms 
in New York 
Moderate Rates. Under New Management 
Wire Reservations at Our Expense 











“VARNUM” Size Stick 


(Trade Mark Reg. U. S. Pat. Off.) 


The Most Popular Measure 


Marked with standard American, French and_ English 
measures. Three styles 1—2—3. Maplewood, nickel trim- 


mings. 
. RETAIL SHOE STORES USE NO. 3 
PRICE $1.50 EACH 
F. W. WHITCHER CO. Boston, Mass.—Chicago, Ill. 

















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


Salesman Wanted 
SALESMEN Several territories open to sell low priced 
attractive LINE OF INFANTS’ TURN 


SHOES carried in stock—Liberal com- 


Highly-rated Brockton Manufacturer, who has been making mission—State territory covered and 
send references in first letter. _—_ ~~ 


fine shoes for 50 years, now has available territories in the B-776, care Boot and Shoe Re- 
following states: Virginia, North Carolina, South Carolina, —.t2e”hlUCFC Street, 
Florida, Georgia, Alabama, Tennessee, Kentucky, Arkansas, 
Oklahoma, New Mexico, Arizona, Colorado, Kansas, Mis- 
souri, Iowa, Nebraska, Wisconsin, Minnesota, North Dakota, WANTED: SALESMAN 


South Dakota, Montana, and Wyoming. 

















to represent = 7 nen ma mannan nd 

. . . oa: high 1 hildren’s turns and stitch- 

Would consider side-line proposition for salesmen now a producer will find this an 

i 7 M . excellent opportunity. rite -T78% 

carrying non-competing lines. care Boot and Shoe Recorder, 

° e ° . ° 115 Ellwanger & Barry Blidg., 
Give complete history of experience and territory desired. Rochester, New York. 


Address B-772, care Boot and Shoe Recorder, 
ALESMEN .WANTED—Established _ manu- 
239 West 39th Street, New York, N. Y. facturer of fine turn mules and d’Orsays 


wants side-line salesmen (with automobiles pre- 
ferred) to cover Pennsylvania, District of 
Columbia, Maryland and New England. Ad- 
dress B- 77% care post ond Shoe ¥ Recorder, 239 
West 39t treet, New Yor 

Traveling Shoe Salesman - 


SALESMEN One with large following with ladies’ novelty WANTED—Experienced salesmen to sell on 
MF oe ee wy REY he acer pay — ~~ Special _ ess 
omen’s re upport ‘ootwear carried in 
WANTED pally ge FA — onan stock. Territories open: Alabama, Wisconsin, 
WANTED: letter. All territories open. Minnesota Bae ~~ _ The Till Shoe 
A In all sections, Shoe Sales- Company, Oswego, N 
men with established territory to carry wait a) 1h oy i, +, en city. , 
as side line on commission basis short 
snappy line of attractively priced Juve- 
= on, — ~=4 a. sizes 1/5, 
exible r eight Stitchdowns sizes 
ad = 54/8, 2/6 Cnn Weight € $100,000 A YEAR . 
a Se approximately To a high grade salesman we 
Fast ie ae = roy fa gh 9 offer territory around Toledo, MEN'S welt line wanted, to be sold through 
All numbers stocked. Ohio—produces $100,000 yearly canvassers mail order way to sell at $5— 
sales now. Specialty is factory- $6—$7. All leather, arch support. Widths 
Willmar Shbde Company, Inc. advertised ae Sy wn of pate — = tq Rangel . 
M t . 7 q “general” ne, rite ° ecorder, es’ reet, ew or 
anufacturers, Rochester, N. Y Boot and Shoe Recorder, 239 N. Y. 
West 39th Street, New York - 


ony. WANTED line -of pry b aggeon e sag and 
ae i pumps to retail at 1 want them for 
[NDIANA — KANSAS — NEBRASKA — ALESMEN WANTED — Experienced, to volume buyers in South, want factory line 

Salesmen covering these States who ca: Tl _carry side line of staple and novelty house that has beene offered to jobbers and chain 
children's Goodyear Welts and. Stitchdowns slippers, soft and hard soles for men, women stores only. I have outlet, give me the shoes. 
Wri for our proposition. CURTIS. = rr Se and Address B-765, care Boot and Shoe Recorder, 

a mus on g money 23 s _N fork, N. Y 

STEPHENS-EMBRY CO., Inc., Reading, Pa. for right parties. State reference and territory 9 West 30th Strost ow York be a 
covered. Address B-766, care Boot and Shoe s 
Recorder, 239 West 39th Street, New York, EN’S LINE WANTED—Manufacturer’s 


























LINE WANTED 












































Line of Men’s Shoes to retail for $4, $5 


SHOE salesmen wanted to carry a line of and $6 for Eastern Pennsylvania, Eighteen 

spats and shoe ornaments as a_ sideline, S ALESMEN wanted for Brooklyn, Long Is- years of successful selling in this territory 
those who have time to allow them to carry a land and Southern New Jersey to carry a with one concern. Best of references. Can 
side line, answer only with references. ‘an- complete line of in-stock Slippers and Work- finance self. Address B-781, care Boot and 
olis Manufacturing Company, 4248 No. Craw- shoes. Address B-774, care Boot and Shoe Re- Shoe Recorder, 239 West 39th Street, New 
ford Ave., Chicago, Illinois. corder, 239 West 39th ’ Street, New York, N. Y. York, 7. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 

mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 

. box — is desired twelve words should be added for the address. In all other cases each word of the address should 
counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 

@® Advertisements for this page must be in our New York office on Friday of the week preceding publication. @8 
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~ EXECUTIVE WANTED 


EXECUTIVE WANTED 


FOR LEASE 











ing. State age and experience. 





Sales and Business Executive Wanted 


Splendid opportunity for capable man with some capital to take over 
fully equipped shoe plant located in middle west—well adapted for 
men’s and boys’ shoes or for line of children’s shoes. 
experience in styling and building line which he is capable of market- 


Address B-761, Care Boot & Shoe Recorder 
189 W. Madison St., Chicago, Ill. 


One having 











POSITION WANTED 


POSITION WANTED 








organization. 





Manufacturing Executive 


This man knows every detail of the shoe manufacturing business; 
leather, systematizing, costs, all the ins-and-outs of operating— 
especially on women’s and children’s shoes. He is 40 and is now 
employed. A remarkable record of wide and successful experience 
and sound principles entitles him to consideration by any manu- 
facturer seeking a manager or assistant to the head of a large 
Address B-783, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








EXPERIENCED manager; high grade juvenile 
footwear, now employed, seeking to make 
a change, as manager and buyer, know last, 
and style. Desire to communicate with an 
organization that plans to expand. Address 
B-768, care Boot and Par bemeetee, 239 West 
39th Street, New York, N. Y. 





OUNG MAN, connected with Fifth Avenue 

concern, *wishes to connect as buyer or 
assistant buyer. Ten years’ first class ex 
ence. Address B-745, care Boot and Shoe 
arrester, 239 West 39th Street, New York, 





OSITION WANTED—Factor superinten- 

dent with 20 years’ successful record on 
women’s and children’s high grade welt shoes. 
Address B-780, care Boot and Recorder, 239 
West 39th Street, New York, N. Y. 





OSITION WANTED—Chiropodist, 8 years’ 

practical experience, is desirous of making 
connection with large shoe or department store 
who have space near shoe department. Fifteen 
years’ experience fitting shoes to feet “hard to 
fit.” Address B-777, care Boot and Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





SHOE man with ten years’ retail selling experi- 

ence desires position. A thorough knowledge of 
merchandising, buying, advertising and window 
trimming of high grade and Po ular priced 
shoes. Willing to travel, availa ble at once. 
Address B-769, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





WANTED TO BUY 


ANTED TO BUY—Modern old established 

family Retail suere, 4 sellin; =< | quality lines, pre- 
fer location in Michigan, consider Indiana 
or Ohio. With yearly B . from $65,000 to 
$125,000. Have considerable as 9 to invest in 
the right store now showing a net profit. 
Address B-751, care Boot and oe L, mee 
239 West 39th Street, New York, 








WANTED to purchase ladies’ welt and turn 
lasts. Submit samples with lowest cash price 
stating quantity. M. E. Gill, 46 N. Fourth St., 


Philadelphia, Pa. 
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BUSINESS OPPORTUNITY 





| AM doing a very good shoe repair busi- 
ness in a store where there is plenty of 
room to add men’s shoes. If you have a 
small amount of money to put in a stock, the 
rent, etc., is very small. Store located in live 
town in Eastern Massachusetts. Address B-752, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





FOR SALE 





OR SALE CHEAP—Four station Lamson 
cash and package carrier, practically new. 
First check for $25.00 takes the outfit. C. 
Dornecker, 106 Market Ave., S. Canton, O. 





Staring. town family shoe store in manufac- 
turing town located 12 miles from Buffalo, 

Money maker, will sell at inventory. 
No Yead stock, low overhead, owner has other 
interests. Address B-770, care Boot and Shoe 
i. a 239 West 39th Street, New York, 





EXCEPTIONAL opportunity; shoe store and 
repair shop in county seat, Western Minne- 
sota. Clean stock, best of locations with de- 
sirable lease. Owner has outside interests de- 
manding full attention. Address B-771, care 
Boot & Shoe ee. 239 West 39th Street, 
New York, 





FOR LEASE 





WAN TED to lease two shoe departments in one 
hundred per cent locations Grand Rapids, 
Michigan and Sprinfield, Ohio. Very desirable 
arrangements can be made with live operator. 
Address B-778, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 
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WOMEN’S SHOE 
DEPARTMENT 
FOR LEASE 


Catering to popular and fine trade 
by successful high-class men’s and 
womens store in best location in 
city of two hundred thousand, 
brand new modern store, firm 21 
years old, in which all the women’s 
departments are leased. Women’s 
ready-to-wear and millinery very 
successful and growing. Total vol- 
ume of store approximately seven 
hundred thousand. Present lessee 
of women’s shoe department not 
satisfactory. An opportunity to 
develop a fifty to one hundred 
thousand dollar volume high-class 
legitimate merchandise in less than 
five years. Owners of business 
rated near one million dollars. 


Write B-779, care of Boot and 
Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 














PATENTS 





r 





. 


PATENTS) 


applying for a 1 
Ly eS” = protecting your ide: 
sketch or model for instructions or “write . 
FREE book, ‘“‘How to obtain a Patent’ and 
“Record of Invention” form. No charge for 
information on how to p 5 
strictly confidential. Prompt, 
service. Clarence A. O'Brien, Registered Patent 
Attorney, 453-C, Security Savings ~ Cunt 
Bank Building (directly across street from U. 8. a 
Patent Office), gton, D. O. 








BUSINESS OPPORTUNITY 





U CAN HAVE A BUSINESS PRO- 


YO 
FESSION OF YOUR OWN and earn 
income in service fees. A new system 
foot correction; readily learned by any- 


one at home in a few weeks. 
for training; 
all the trade you can attend to. 


Basy terms 
openings everywhere with 
No capl- 


tal required or goods to buy; no agency oF 


soliciting. 


Address Stephenson Labore- 


tory, 21 Back Bay, Boston, Mass. 





MERCHANTS’ NEEDS 





reali? tons 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 














MERCHANTS’ NEEDS MERCHANTS’ NEEDS MERCHANTS’ NEEDS 











P VENUS FOOT APPLIANCES 
This Complete Set VENUS ARCHES 


No. 563-C.G. VENUS ARCH SUPPORTS 
Everything for the feet. 
$66.23 Anderson Endrea Foot Appliance Co., not Inc. 


ene of SS gnene Security Buliding. Medion & Wells Sts. 
Glass and Metal 

Write for Catalog 27 

showing large line. 














HOTELS 











Send for Samples 
Window Fabrics 
and Valances 
THE HECHT FIXTURE CO. . 
E ’ 
TaN, YORK | 233 South Wells St. ee oe ots 
142 WEST 38th ST. CHICAGO 








tures 

















STEEL ADVERTISING Hospitality 


COMMODITIES for 


ee a) GOOD WILL The Hotel Sinton is famed 
CREATING for its friendly, comfortable, 
home-like atmosphere. New- 


TILTS AT ANY ANGLE Boot Hooks ly remodeled, beautifully 
furnished. Every modern 


Shoe Horns 
Put Back (soap- convenience. Bath and ser- 


$2.75 Half Gross bo oe vidor in every room. Five 
ndow Reachers . —_ 
Guaranteed to give 100% Maple Handle NuB convenient dining rooms. 
tisfacti Boot Window Hooks jeauty 
penapemangspnnesion _— 2 In | Most desirable location. 125 


M. D. POLLINGER CO. J. L. SOMMER MFG. CO. [37 sample rooms—the best. in 


416 Victoria Bidg. St. Louley Bin... NEWARK NEW JERSEY che countapl 
LARGEST MANUFACTURERS IN THE WORLD 


Window Decoration ——— : “ 
and maker of ion | § Tt 
Artistic Price Tickets = . Milbradt Hote inton 
Latest in Imported and Domestic - Rolf =| Rolling Step Ladders Cincinnati's Finest Hotel 
A pcm - | &| Enable you to reach your John &. Horgan 
EMIL RUBLACK =. ‘Se | SE et shelves convenient- *ANAGING DIRECTOR, 
140-142 Weat ee," 
Established 1903 ork 


Button Hooks 





























ly. 
They last a lifetime 
and 





1 Are made in any style, 


shape or size to fit any WANTED TO PURCHASE 


t| kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use. 


7 If you contemplate selling your 
al Co entire or surplus stock com- 


POMPOMS AND ORNAMENTS FOR r 35" ° municate with us. Prompt at- 
SOFT SOLE SLIPPERS eT Established 1895 : ; P 
The wens, morehandice at the right price. a5 2416 No. 10th Street tention given. 
amples sent on request | we -« | 4 ° ae 
HY-GRADE SLIPPER SUPPLY CO. ee TE . KIRSCH-BLACHER CO., INC 
693 Broadway New York City 624 Broadway New York 
Phone Spring 1443 


BLANCO We are open te 
KEEPS WHITE SHOES BUY FOR CASH 


retall stocks of SHOES—GENERAL MER- 
CHANDISE — Unexpired leases assumed 


LAsnu HARRAR & CHAMBERLIN POSTER @ DEUTSCH 

7 sN =} E L Ss OLB AGiNTS FoR’ tHE UNITED STATES 436 gooey | ne A> ~ ama 

The DISTINCTIVE and 
PERMANENT MARK 












































In tubes ready for use or in 
cake form 














eee for Your hte TO BE SURE YOU RECEIVE 


‘uturistic Displays an 
E.H.KLUGE Backgrounds HIGHEST PRICES 
e ® Artificial Flowers, Vases, Window Fixtures, : 

Paintings, renee. Velour Papers, -” eS ae | na gg > 
Paper Borders, Ribbon Borders, Decorative E I Ay ae 
W EAVI N G Cc ‘@) Papers, Puffing, Folls, F litters, Valences, Drap- (Estab. 40 years.) as ransactions. 

* ao Caw, Coe Ge Se te Pew Export Surplus Purchase Co., Inc. 

er Booklet. rice Tic’ 
33-39 W 3474 ST. N.C. DAVE’ ’S DISPLAY DECORATIONS aS Seentoun, ag Vous, wn. =. 
5 »hone: ‘ang B87 » 

Phone WISCONSIN 8130 118 West Broadway, New Yor Telephones Canal 6 an ana 
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ESTABLISHED 1890 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


2e3- an upuncton AVE. BROKLYN. NY 


AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 


Some of the finest shoe 

stores and departments 

in the country have 

installed this de luxe 

Heywood-Wakefield 

chair. Other styles are 
also available. 


HEYWOOD-WAKEFIELD 
Baltimore Los Angeles 
Boston New York 
Buffalo Philadelphia 
Chicago Portland, Ore. 

San Francisco 








Merit Award to I. Miller 
Branch 


BALTIMORE, Mp.—At the annual ban- 
quet of the Charles Street Merchants’ 
Association, held at the Rennert Hotel, 
Baltimore, Md., two comparatively re- 
cent additions to the exclusive retail 
shoe field of North Charles Street were 
among the stores given honors for 
beauty in design and choice of materials 
in buildings erected and altered on or 
near Charles Street during the last two 
years. 

A certificate of merit was awarded 
the Baltimore branch shoe store of the 
I. Miller Co., located at 218 North 
Charles Street. The shoe shop occupies 
the ground floor of the building and it 
is regarded as one of the most beau- 
_ and attractive shoe shops in the 
city. 

Honorable mention was given the 
Hanan & Son shoe shop located at 324 
North Charles Street. 
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Brooklyn Shoe 
Trade Gratified 
at Tariff Outcome 


NEw YorkK—Frank H. Curry, coun- 
sel and manager of the Shoe Manu- 
facturers Board of Trade of New York, 
in a statement given out at his of- 
fice, 26 Court Street, Brooklyn, states 
that the placing of a duty of 20 per 
cent on foreign-made shoes, as proposed 
by the tariff committee in Washing- 
ton, does not mean an increase in the 
cost of shoes here. 

“The Brooklyn shoe industry is grati- 
fied at the result of the adoption of 
the House rates by the Conference com- 
mittee,” said Mr. Curry. “Our indus- 
try can now go ahead with more con- 
fidence. The committee could not fail 
to be impressed with the figures show- 
ing that imports of foreign-made shoes 
were more than doubling each year, and 
with the danger in which our industry 
would be, long before any possibility 
of again revising the tariff. 

“A duty of 20 per cent upon for- 
eign shoes does not mean an increase 
of a cent on the American-made prod- 
uct. It does mean, however, that Amer- 
ican manufacturers and shoe workers 
will have an opportunity to produce 
more shoes which, in the absence of a 
duty, are produced in European fac- 
tories which are in competition with 
the factories of this country on a basis 
of cheap labor costs. 

“Not only have we the imports from 
Czechoslovakia, but the vast increases 
in imports of duty-free shoes of the 
higher grades from France, Austria, 
Belgium, Germany, Switzerland and 
Italy, which more directly compete with 
our Brooklyn product. 

“We see no reason to believe that the 
action of the conference committee will 
be disturbed. It is simply that the 
platform and pre-election pledges of 
both political parties to give protection 
to our manufacturers and workers are 
in a measure being carried out.” 


Heggen Opens New Shop 


Iowa (UTPS)—Heg- 
gen’s Enna Jettick Boot Shop is to be 
a new concern in Des Moines located 


Des MOINEs, 


at 508 Walnut Street. The store will 
be the second to be operated by H. S 
Heggen, proprietor of the newly con- 
solidated Crandail-Heggen Boot Shop. 
W. P. Williamson, who has been con- 
nected with Heggen’s for the last five 
years will be manager of the new store. 
The location is that formerly occupied 
by the W. L. White Shoe Company, 
which was consolidated with the Field 
Shoe Company a year ago. 


Reports Business Good 


LOUISVILLE, Ky. (UTPS)—Shoe mer- 
chants report better business condi- 
tions. Spring trade is opening up and 
the indications point to good spring 
business. Style trends continue about 
the same—black mat kid is very good, 
especially in quality shoes. Blond kid 
is also very popular and a steady seller. 
Browns are still good, and some stores 
are selling many reptiles. Parchment 
kid apparently will be much worn this 
season. 


125 


Color Card Association Holds 
Annual Meeting 


New York—Consuls, trade commis- 
sioners and commercial attachés of six 
foreign countries were among. the 
guests who attended the fifteenth an- 
nual meeting and luncheon of the Tex- 
tile Color Card Association on April 
17 at the Hotel Astor. 

Edward S. Johnson, president, who 
presided, announced the winners of the 
three scholarships founded by the as- 
sociation during the past year for the 
creation of a higher appreciation of 
color in the students of our textile 
schools. The recipients of these schol- 
arships, who were present at the 
luncheon together with the principals 
of their respective schools are Margaret 
Gray Scadding, Lowell Textile Insti- 
tute; Richard Kerr Palmer, Philadel- 
phia Textile School, and Anna Lan- 
man, New York Textile High School. 
“The Psychological, Economic and Ar- 
tistic Value of Color” was announced 
as the title of the thesis to be presented 
this June by Miss Lanman at the close 
of her post-graduate year of study. 

The great potential power of color 
and its place in modern industry was 
forcefully pointed out by Richard F. 
Bach, director of industrial relations 
of the Metropolitan Museum of Art, in 
his address entitled “Color Goes Mod- 
ern.” “To say that color goes modern,” 
explained Mr. Bach, “is to say that it 
is in tune with the time.” 

He further stated that interest in 
color was increasing generally, and that 
it was better understood and more wise- 
ly used. “We may look forward to the 
future,” he said in conclusion, “as one 
in which art and industry shall end 
their estrangement, and the new bond 
will be sealed against a background of 
economic good sense provided by the 
art of industry, and of colorful design 
provided by the industry of art.” 

The Players from Japan, under the 
auspices of the Japanese Theater As- 
sociation, provided the feature enter- 
tainment in the form of a lyric dance 
drama, “Kio-Ningyo,” accompanied by 
a native Japanese orchestra. This was 
the last day these artists appeared in 
America prior to their departure for 
Paris the following day to appear at 
the new Théatre Pigalle. 

At the business meeting preceding 
the luncheon, Mrs. Margaret Hayden 
Rorke, secretary and managing direc- 
tor, read her annual report, reviewing 
the association’s outstanding activities. 


Flynn Shoe Store Moves 


NIAGARA FALLs, N. Y.—April 12 was 
“opening day” for John E. Flynn’s new 
shoe store at 2109 Main Street, this 
city. He now occupies the former 
Leuthe shoe store, but has greatly im- 
proved the appearance with an entire- 
ly new front and up-to-date fixtures 
and seatings. Mr. Flynn is a director 
of the New York State Association. 


New Department in Madison 


MapIson, WIis.—F. V. Paulson has 
been named manager of the new shoe 
department opened by the Olson and 
Veerhusen company at 7 North Pinck- 
ney St., in this city. The new depart- 
ment, which replaces the old one closed 
out a year ago, is located on the first 
floor of the store. 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


HREE measuring sticks — orders 

placed, merchandise received and 
shoes sold—will in this issue be laid 
down on a chart of production and dis- 
tributing covering the twelve months 
cycle of work. We hope to show that it 
is for the best interest of the retail 
shoe merchant to buy and sell with 
regularity. For example, an average 
of orders placed in May show 6.36 per 
cent in women’s shoes, 5.45 per cent in 
children’s shoes and 9.40 per cent in 
men’s and boys’ shoes, which naturally 
will be made and delivered some weeks 
later. Actual average receipts show 
women’s shoes 7.34 per cent, children’s 
4.05 per cent and men’s and boys’ 4.46 
per cent—and here are the significant 
figures of sales at retail of women’s 
shoes 8.60 per cent, children’s shoes 
8.75 per cent and men’s and boys’ 7.80 
per cent. The month of May in retail 
selling, therefore, reveals almost ex- 
actly one-twelfth of a year’s selling. 

This is one year when the shoe in- 
dustry must watch its peaks and val- 
leys, and this study of ours will help 
materially in bringing about an orderly 
month by month operation in stores 
and in factories and back of the lines 
in tanneries, in service and supplies. 
The shoe business has a better produc- 
tion balance than most any other indus- 
try in America. 


AAA 


As a major guide to orderly produc- 
tion and distribution, this issue also 
features the report of the Allied Trades 
Style Conference for fall and winter 
selling. The conference report will 
make this issue one of the best read and 
most valued of the year, and we be- 
lieve it will be one of those issues held 
for future reference in the months to 
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INVISIBLE. 
MIDDLESOLE 


Progress invented the great loom and banished the spin- 
ning wheel — the same spirit of progress is manifest 


today in ready acceptance of every advancement 


Leading shoemen, the country over have acclaimed 
Invisible Middlesole—the outstanding achievement 


in. modern shoemaking. . . . . «© 2 «© «© 


This scientific method of bottom filling means greater 


efficiency for the Manufacturer — more sales for the 


Retailer and much more comfort and wear for the Consumer. 


- 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Wulco Products 
Statler Building Boston, Mass. 
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